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HUNT CLUB 


-.. the most successful pattern of the year! We 
wish we could let jewelers speak for themselves 
and tell the entire trade of the spontaneous recep- 
tion given Hunt Club in cities all over the coun- 
try, for many jewelers have reordered double 
the amount of their original investment, which 
is proof of the pattern’s popularity and the ease 
with which it sells and builds profits. 




































Hunt Club advertising this spring will definitely 
increase its already popular demand. “Hunt 
Club” is not only a beautiful pattern with a spec- 
tacular entree into homes of smart America, but 
is backed by the most complete advertising and 
merchandising program ever presented. Ask 
the Gorham Satesman for details or write The 
Gorham Company, Providence, R. I. 


THE GORHAM COMPANY 











New Impulses in 


Phe theme song 
of American business for 1931 
is to be “America, Forward, 
March!” For twelve months 
or more, the business world has 
been backing and filling, going 
ahead and stopping, running 
around in circles, then hesitat- 
ing as the different economic waves have af- 
fected buying conditions. 

With the gradual settlement of conditions, 
however, the American business man is be- 
ginning to “find himself” and realizes now that 
he has struck a solid foundation on which 
to build up his organization and his buying 
clientele. He is about to start on an ag- 
gressive, progressive policy for development of 
business, building from the bottom-up. 

The march referred to in the opening of 
this paragraph will begin with 1931 and will 
draw recruits from everywhere, from Port- 
land, Me., to Portland, Ore., from the Cana- 
dian border to the Mexican line. The man 
who is not ready to take his place in the line 
and put his left foot forward, in a meta- 
phorical sense, will immediately fall behind 
the procession. 

The jeweler realizes now that for a year 
or more he has been retreating before eco- 
nomic forces over which he had no control 
—forces which have reduced the buying power 
of his clientele, and, at the same time, through 
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To Stimulate Business by Aggressive Merchandising 


fear, reduced their inclination 
to buy. But we know now that 
these forces have been gradually 
diminishing in power, have 
spent their energy and now can 
be counteracted by aggressive 
and progressive salesmanship. 
The retreat has already stopped 
and the members of the business army, rallying 
to intelligent salesmanship, have again turned 
their faces forward. 


And well may they do so for 
the elements of sound and solid prosperity are 
at hand—money in abundance, the skill and 
the will to work and the ceaseless desire to 
consume. What then is lacking? It is the 
will to buy, which has been made inert by the 
paralyzing fear of the unknown. 

The responsibility for abolishing this false 
and harmful fear does not rest upon the un- 
organized consumer. It lies at our own door- 
step—a problem for organized American 
business. 

Recognizing and accepting our own share 
in this responsibility, THE JEWELERS’ Cir- 
CULAR, in conjunction with its companion 
publications of the United Business Publish- 
ers, is inaugurating an editorial program 
which will provide practical aid as well as 
inspiration to our readers in planning the 
forward march in 1931. 
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When will business 


in general, and my business in par- 
ticular, begin to emerge from the 
doldrums of depression?” “By what 
signs will I be able to foresee the 
coming of the upturn?” 

These questions, which are being 
asked by thousands of merchants and 
manufacturers, have kept economic 
prophets busy. ‘There has been no 
slowing down in the business of mak- 
ing predictions. Charts, trend curves 
and statistics have reached a record 
output, as have the conclusions based 
upon them. Unfortunately for the 
individual who is seeking light on his 
own business, the predictions have 
been so conflicting that confusion 





Forward March to 


Superior Salesmanship in 1931 will “Thaw out 


the. Frozen Pocket Books”’ 


rather than clarity of thinking has 
been the result. They have varied 
and still vary from the extreme of 
optimistic “pollyanna” which foresees 
record-breaking prosperity just 
around the corner, to the pessimistic 
outlook which puts resumption so far 
away as to be undiscernible, even to 
high-powered economic field glasses. 

Fortunately, American business has 
a habit of discounting predictions, as 
it has of surmounting obstacles. Op- 
timistic generalizations cannot stam- 
pede it into a forward movement un- 
til it is ready to go. But when 
American business makes up its mind 
to advance, neither unfavorable world 
conditions nor real and imaginary ills 
at home can stay its progress. “The 
greater the obstacles confronting it, 








the stronger will be its forward push. 
That is its record, indelibly written 
by past history. 


DEPRESSIONS BRING A RECURRING 
STATE OF MIND 


I. is instructive today, 
to look back to the state of mind as 
expressed in the business publications 
and newspapers of 1873, at the time 
of the great depression which resulted 
from greenback and railroad inflation. 
Were it not for the old-fashioned type 
and format in which the economic 
opinions of that day were set forth, 
one might readily believe himself to 
be reading material published in 


1930. Permanent overproduction due 
to too much machinery in the United 
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Better Business! 


By 





JOHN H. VAN DEVENTER 
Industrial Consultant, United Business Publishers 


States; inability of the population in 
future to keep pace, in consuming 
power with the ability of our fac- 
tories to turn out goods; technologi- 
cal unemployment resulting from im- 
proved machinery and _processes— 
such were the grave doubts which 
found expression daily in the discus- 
sions of our business and industrial 
grandfathers. This at a time, mind 
you, when our total annual pig iron 
production was some two million 
tons, as contrasted with 42 million 
tons in 1929. And when the value 


(Turn to page 101) 
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PICKING PROFITS 


4d 
W. just stopped in 


Mr. McCormack, to tell you how much we enjoyed your 
talk on diamonds over the radio last Sunday evening. 
Both my husband and myself found it extremely interest- 
ing and educational. In fact we liked it so much that 
we decided to buy my diamond wrist watch in your store. 
Can you show us one?” ‘The vice-president and manager 
of T. C. Tanke, Inc., Buffalo, N. Y., smiled appre- 
ciatively. Could he? He could. Did he? He did. 

In 20 minutes a $600 sale had been completed. And 
it came as a direct result of Mr. McCormack’s address 
on diamonds over station WKBW in Buffalo, Nov. 2. 
And that is not all. The couple buying the wrist watch 
had come from Thorold, Canada, where diamonds are 
imported duty free, and had made their purchase from 
Harry C. McCormack at Tanke’s, in Buffalo, where cut 
diamond imports are assessed 10 per cent. 

Mr. McCormack’s radio address reached more than 
4,000 people in Buffalo and its environs and was a fas- 
cinating, dramatized bit of romance, calculated to create 
a desire for diamonds. 

The Buffalo Courier-Express, recognizing the genuine 
news value in such a broadcast, ran a full editorial page 
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of rotogravure illustrations picturing the highlights of 
Mr. McCormack’s talk. In the center of this panoramic 
view of the romance of diamonds was printed the mes- 
sage: “With this page in front of you, tune in station 
WKBW at 6 o'clock tonight and hear Harry C. Mc- 
Cormack tell the amazing story of this, the most precious 
of gems. Mr. McCormack, with his 35 years of diamond 
experience, is an authority and his talk will contain a 
fund of vivid information.” 

When asked at what value in terms of advertising he 
placed this page, Mr. McCormack replied: “It could not 
be bought for $10,000.” Not only were illustrated actual- 
size photographs of replicas of the most famous diamonds 
in existence, and also some of the Russian Crown jewels, 
but on that page was shown one of Tanke’s finest pieces, 
with the caption, “‘A fine example of the modern diamond 
setter’s art.” 

This 30-minute broadcast elicited letters of admiration 
and appreciation from many of the prominent business 
men of Buffalo, and every day customers come into the 
store and comment favorably on the talk. But the in- 
dividual benefit to T. C. Tanke, although of almost 


immeasurable value in dollars and cents, cannot be com- 
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Harry C. McCormack, vice-presi- 
dent of T. C. Tanke, Inc., Buffalo, 
N. Y., prepared and delivered a 
broadcast on “The Romance and 
Legends about Diamonds” from 
Station WKBW, to which a Buffalo 
newspaper devoted a full editorial 
rotogravure page. This publicity 
was valued at more than $10,000 
by Mr. McCormack. His message 
is estimated to have reached 40,000 | 

people. | 














FROM 


pared with the wide interest that has been aroused in 
precious stones themselves no matter where sold. Mr. 
McCormack’s activities might well be termed “missionary 
work” in the highest sense of the words as regards the 
jewelry industry as a whole, and he urges other jewelers 
to follow suit in making the people of the United States 
“jewelry conscious.” In his own words: “I am hoping 
that this may lead to jewelers in different parts of the 
country doing similar work to the end that the public it 
reaches may have more interest in our business. It seems 
to me that this has been neglected in the past while al- 
most every other business has been advertised and popu- 
larized, ours has been left more or less for the public to 
interest themselves in.” 

There is no cost whatsoever attached to a campaign 
such as Mr. McCormack is carrying on other than per- 
sonal time and effort, and he has expressed a willingness 
to aid any jewelers in conducting a similar undertaking. 
He advises that for such a campaign, the jeweler must 
put in a considerable length of time in reading and pre- 
paring a background of information, including bits of 
lore and legend about diamonds, as wel! as a fundamental 
knowledge of the history of gem production, ancient and 
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HE “AIR” 


modern. “Accuracy,” says Mr. McCormack, “‘is all- 
important for the radio speaker. He must take the re- 
sponsibility of backing up every statement that is made. 
A few generalities are no good. The speaker must fill 
himself with his subject, taking especial care of dates and 
historical facts and he will find that the talk will flow 
quite easily. 


[ believe publicity 
about the jewelry industry should be presented to the 
public in a way that protects the jeweler. It must inspire 
confidence and show people what a wealth of romance 
and beauty lies behind precious stones. 

The first 20 minutes of my talk are always spent in 
pure entertainment. ‘There are many interesting tales 
and anecdotes which can be told about the great Moguls 
of India in connection with diamonds. This brings into 
play the power of association. Merchandising is one 
of the subtlest aspects of psychology. By introducing all 
of these little stories about famous personages, the lure 
of diamonds, their beauty and desirability is impressed 


(Turn to page 97) 
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ew Methods I hat Sell 


With a nation becom- 
ing electric clock-wise 
this firm of Detroit 
jeweler’s tells how they 
decided to get their 
share of the electric 
clock business. 
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4d 
W. believe the 


logical place for the sale of electric clocks is in the jewelry 
store. We support this statement by devoting one-third 
of our second floor to this department and have planned 
this room in the modernistic motif to give a proper back- 
ground to this new modern method of electric time-keep- 
ing,” said C. R. Crane, manager and buyer of the clock 
department as well as general floor manager of Wright- 
Kay & Co., one of Detroit’s leading jewelers. “In this 
department we handle electrical clocks exclusively, hav- 
ing eliminated entirely all pendulum and spring-winding 
clocks, with the exception of a few ships bells and desk 
clocks.” 

A glance about the room revealed numerous designs in 
wall and mantel clocks and an extremely large selection 
of hall clocks in a variety of styles to harmonize with 
furniture and period decorations. 

“We've studied our market and are merchandising our 
electrical clocks with the determination that this busi- 
ness belongs to the jeweler and we intend to attract it 
to our store,” continued Mr. Crane. “We have a con- 
tact man who is constantly calling on business men and 
other likely prospects for electrical clocks. Formerly we 
attempted to call at the home, but soon discovered much 
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More Electric Clocks 


sales resistance because of social secretaries and difficulties 
in interesting the woman at the head of the home. 
“We send out letters to our prospects. ‘These are ad- 
dressed to the office of the business man with a return , 

; : Electric clock sales are 
postcard requesting an interview. Few cards are re- 
turned, but an approach has been made, which is fol- 
lowed up by the contact man. The letters are intensely effective sales plan in- 
personalized. The contact man will usually open with cluding a contact man 
‘Of course, Mr. So and So, you have received our letter 
regarding the replacing of your old clocks with modern 
electrical time-keeping.’ ‘The usual resistance is, ‘Well, 
I haven’t any money now.’ ‘This is a dodge and not an offices. 
excuse, so the salesman continues his selling talk. “The 
goal he is trying to accomplish is permission to replace 
a key-winding clock with an electric one. Once an elec- 
tric clock has been installed, much of the resistance is 
broken down, and the further replacement of clocks is 
less difficult. 

“The sales argument that has proved successful is an 
answer to an excuse usually advanced by the business 


increased with an 


who calls on business 
executives at their 











man—‘I don’t buy the furniture and household effects 














for my home, etc., etc.’ —The contact man uses this argu- 
ment: ‘Why don’t you give your wife a surprise? These 
(Turn to page 95) 
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SELLING SILVERWARE 


Showing them how it will look in the home 


Silver plays a very important part in the display and sales 
volume of the beautiful new Shreve, Crump & Low jewelry 
store, Boston. 

Only a fair idea of the extent of the main floor silver 
section may be gained from the illustration at the right, 
as this only shows part of the sterling hollow-ware. To 
the immediate left is the plated hollow-ware. The plated 
ware is principally limited to those large and expensive 
pieces where there is quite a discrepancy in price be- 
tween the plate and the sterling. 

In the flatware department, which is to the left of the 
plated, are three selling booths in which customers may 
select their patterns while seated. 

There are 32 patterns stocked in all, of which 20 are 
carried actively and nine are exclusive to this establish- 
ment. Each case shows 10 patterns which vary from the 
very plain to the very ornate. The trays are arranged in 
tiers in the case so that one vertical row has a complete 
assortment of all the items carried in a pattern. 

Between the hollow-ware section and the part shown 
in the illustration at the bottom of the page is an irregular 
arrangement of silver cases, balancing those seen in this 
picture. This center case is devoted mostly to the un- 
usual pieces, with many sized articles. Smoker’s articles 
and novelties are also displayed here. 
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The illustration at the right 
shows how the silver novelties are 
encased. Note the large cases on 
the ends for the more bulky ob- 
jects, while the display cases for 
the smaller items are nearer the 
eye. 

The third interesting silver de- 
partment here is located at the 
foot of the stairs. The charm of 
the antique room is revealed in 
the illustration at the left. 


THE MODERN WAY 


increases their desire to purchase more 
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Part of main 
floor silver 
section show- 
ing some of 
the Sterling 
hollow-ware. 











1—All carved jade clasp set off by 
three strands of graduated beads. 


2—Graduated amber and jet or tur- 
quoise 





and lapis combinations. 

These strands are in 16 and 18 inch 
lengths. 

3—Fluted Russian lapis combined with 
plain Russian lapis and rose quartz 
beads. These strands are in 16 
and 18 inch lengths. 

4—Crystal and jade choker fashioned 
in the new spirit. 

5—The much favored guardsman blue | 
touched with graduated 
motifs. 








6—Again the guardsman blue featured 
with two silver balls. 

7—Graduated lapis and crystal choker 
in the 16 and 18 inch lengths. 
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8—Plain lapis beads with 
carved ivory, accented 
by tiny jets. 


9—Carved coral set off by 
graduated seed pearls. 


10—All gold with black 
enamel copy of an 
XVIII century piece. 


11—Turquoise and rhine- 
stone necklace for eve- 
ning. 

12—Turquoise and rhine- 
stone choker for eve- 
ning. 





13—Carved and faceted crystal 
with jet combination. 

14—Graduated and faceted crystal 
and jet beads. 

15—Specially cut square crystals. 

16—Carved coral set in gold, the 
jade and coral beads set off 
the touches of gold. The ring 
to match makes a charming 
gift set. 

17—Three coral strands set off by 
cleverly fashioned gold motifs. 

18—Unusual color detail and floral 
spirit shown in this smart 
piece. 

19—Crystal and silver combination 


much in demand for the pres- 
ent mode. 











Bs: 


59 


NINA NOVINGKA 
; Bre s 











Time Telling 


In an effort to present as emblems of 
progress in electric clocking we have selected 
types of cases suitable for every room in 
Mrs. America’s home and a few types for Mr. 
America’s office. This is the first group 
presentation leading into a new year of elec- 
trically actuated time. This illustrates the 
scope of retail possibilities—with ever more 
types giving promise to the very near future 
in clock selling. 


1. A desirable electric timekeeper for modern home 
or office. 


The adaptation of electricity to clock mechanisms 
has inspired many pleasing designs. Here is a 
fine example. 


This attractive electric clock is a welcome addition 
in the living room. 


A beautiful electric clock displaying a skillful 
blending of modern art and sound design. 


Here is an electric clock which also has alarm 
equipment. 


This small electric banjo clock has many distinctive 
features. 


Electric clock independent of the house current. 
‘The design is attractive. 
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the Modern Way 


8. 


17. 


18. 


19. 





This electric bedroom clock will awaken you in 
the morning. 


Here we have an electric calendar clock. Besides 
telling the time, it shows the day and date. 


And now this unique design to add charm to the 
home. 
Present day electric clocks are styled to meet 


modern demands. This one is a pleasing addition. 


This attractive electric clock has a pleasing ‘tick 
tock” sound. It is both capable and sociable. 


A pleasing and accurate offering adaptable to 
almost any room in the home. 

A wall type clock designed especially for use in 
the kitchen. 

Keeping in step with the times this fine electric 


clock meets the requirements of discriminating 
purchasers. 


A popular electric clock for the modern home. 


Sell electric clocks as efficient timekeepers. This 
model is an excellent example. 


Globe clock with electrical control. It is 50 inches 
high. Globes are translucent and lighted from 
within. 


This stately hall clock marks the passing hours 
electrically. 
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Fine quality has taken the 

place of “perfect” dia- 

monds, guaranteed mer- 

chandise and free service 
in this store. 


























They Dared to Charge 
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By 
N. C. STANLEY 


Bee buyers market 


holds sway at present and we feel that this is the best 
time to think of constructive business building. Fairness 
to the public and fairness to ourselves will do more to 
make customers than spectacular advertising, easy credit 
granting, extra refund privileges and free service policies. 
The strict adherance to an old policy, advertising 
nationally known merchandise, discontinuance of guaran- 
tees, fair credit granting, not only to the customer but to 
ourselves is increasing our business. 

The policy was started by my father with the estabiish- 
ment of Stanley’s, Ponca City, Okla., in 1897. IF you 
BUY IT AT STANLEY'S YOU'LL KNOW IT’S ALL RIGHT, IS 
the same more or less as other good policies used by many 
other jewelers, but its real value lies in the fact that when 
it is lived up to, it means more to the customer than a 
money back guarantee. This policy has always headed the 
list of all the policies that we have found necessary to 
adopt. It does not mean that we never make refunds, nor 
that we sell merchandise that never goes wrong, but it does 
help keep us from buying inferior merchandise; it helps 
us keep our prices right; it is good advertising, and need- 
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How this Ponca City, Okla., jeweler and his mother have 
built up a prosperous business by adhering to the policy 
adopted by the founder, the late M. O. Stanley. 


less to say, it is well known in this community. Last 
of all, it protects us from the occasional unreasonable 
customer, helping us make adjustments by reason of such 
a well-known policy. 


A new policy 
has been adopted in regard to guarantees, all printed 
manufacturers’ guarantees being destroyed. A guaran- 
tee is never allowed in a sales talk unless we are 
forced by the customer to admit a factory guarantee and 
the conversation is immediately switched back to the qual- 
ity of the article. A customer is never allowed to pur- 
chase an article that has been bought for a low resale item 
and is cheaply constructed, without being told the exact 
quality or probable life with a certain amount of use or 
wear. ‘This has caused us to lose a certain amount of 
sales but they go out with an A-1 plus idea of our store 
and of our honesty, which amounts to a good deal when 
they wish to make a fine purchase. ‘The customer who 
does buy the cheaper article goes out with the same idea, 
not expecting to complain if the article does not hold up 

(Turn to page 87) 
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All merchandise is priced 

for cash. For longer terms 

a carrying charge of 10 
per cent is added. 





































































































The Law Governing 
“ Memorandum” 
EMORANDUM 6 ppractice_ in 


the jewelry trade may undergo 
a revolution as a result of a decision 
recently handed down by the New 
York Court of Appeals in the case 
of Harry Green vs. Wachs & Mann 
and the Harriman National Bank. 
For in it, the court has made new 
law, or restated the old law on 
memorandum so clearly and finally 
as to leave no doubt as to where 
title vests in merchandise entrusted 
by a jeweler to another for the pur- 
pose of inspection. 

In this case, Green, a gem dealer, 
had entrusted an emerald cut dia- 
mond weighing over 13 carats and 
worth about $18,000 to one, Voll- 
man, on regular memorandum. Voll- 
man passed the diamond, also on 
memorandum, to one, Cohen. Cohen 
passed it to one, Arnow, who, in 
turn, sold it to Wachs & Mann. 
The money paid for the stone was 
returned neither to Vollman nor 
Green, and Green brought the ac- 
tion against Wachs & Mann, to re- 
cover the stone or its value. The 
issue at the trial was the authority 
of Vollman to sell the stone although 
the memorandum provided that the 
goods were sent “for his inspection, 
remained the property of Green and 
were to be returned on demand”’ and 
that “the sale took effect only from 
date of approval of the selection and 
a bill of sale rendered.” 


The Court of Appeals’ opinion re- 
versing the Appellate Division and 
in favor of Green, declares improper 
the introduction of evidence as to the 
custom of the trade in interpreting 
the agreement. Vollman, it declares, 
had obtained no title to the stone; 
consequently, he could give no title 
and subsequent transactions in regard 
to it were void; also Green was en- 
titled to recover his property in what- 
ever hands he found it. 

This decision sustains the conten- 
tion that we have always made that 
goods obtained under a memorandum, 


such as was used in this case, may 
not be legally entrusted on memo- 
randum by the second party, nor sold 
by him until he has transferred the 
memorandum into a sale. 

While the decision only applies to 
the law of New York, New York is 
the place where most of the fine 
goods are given out on memorandum 
and there is little doubt that courts 
of other States will be strongly in- 
fluenced in their decisions on the 
question by the dictum of the highest 
court of the Empire State. 


No Mechanical Test for 
Synthetics 
Fears stones cannot yet 


be told from genuine stones by 
any mechanical means, notwithstand- 
ing the interesting articles on the sub- 
ject that have appeared in the Scien- 
tific American, Literary Digest and 
other magazines of the country. 
Though these articles describe most 
interesting experiments that have 
been made in the research laboratory 
of the General Electric Co., and the 
work of Dr. W. D. Coolidge in 
detecting synthetic sapphires by his 
cathode ray tube, the subject has but 
little interest to the jeweler as yet. 
In the first place, the experiments of 
Dr. Coolidge have been mainly ap- 
plied to differentiating synthetic sap- 
phires from hard glass imitations, and 
where they have shown a differentia- 
tion between synthetic and natural 
sapphires, this has only been in cases 


T “There is hardly any- 7 
thing in the world that 
some man cannot make 
a little worse and sell a 
little cheaper, and the 
people who consider 
price only are this man’s 














lawful prey.” —Ruskin. J 
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of stones which were either a very 
light blue or colorless. As far as we 
know, the experiments have shown 
no test that will distinguish the dark 
blue gem sapphire used in the jewelry 
trade from its synthetic prototype. 
What is more, the cathode ray tubes 
used by the General Electric Co. are 
not available for the public. 

Synthetic sapphires and _ rubies, 
therefore, will continue to be dis- 
tinguished from the natural gems 
only by careful examination through 
the eye or microscope and the work is 
one that for some time will be done 
only by the gem expert and not by 
the tyro with any machine or me- 
chanical device. 


Improper Terms to 


Describe Quality 


HE recent presentment returned 

by the United States Grand Jury 
for the Southern District of New 
York on the subject of misbranding 
of jewelry in which it urged jewelers 
and their associations to cooperate 
with the Federal government in 
stamping out fraud of this kind, con- 
tains much of interest but there is 
a clause that should be read by jewel- 
ers generally, particularly those who 
may be prone to advertise or handle 
merchandise stamped with the offend- 
ing mark, or who may be inclined to 
loosely use such terms in their sales 
talks and announcements. In_ this 
clause, the Grand Jury says: 


“The honest merchant as well as 
the consumer, should be protected 
from the frauds of misleading words 
applied to jewelry, a field of mer- 
chandise which for centuries has 
carried sacred descriptive marks 
such as ‘Sterling’ and ‘Karat’. We 
believe that the trade associations in 
the jewelry industry should cooperate 
with the Federal prosecution arm of 
the Government to bring to an end 
the use of such descriptions as ‘gold 
top,’ ‘gold shell,’ ‘gold front’ and 
other terms which have been created 
to fool an unsuspecting public into 
believing that the article is other 
than a piece of merchandise made 
of base metal and merely flashed by 
one of the precious metals.” 


But neither the distributor nor the 
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manufacturer should feel that his ef- 
forts should be confined alone to the 
abolition of the terms used by the 
Grand Jury; they should avoid the 
use of every term indicating quality 
that creates in the mind of the cus- 
tomer an idea of quality, composition 
or value that the merchandise does 
not truly possess. 


Price Cutting and Quality 
“Shaving” 


HE price cutter has been de- 

nounced in nearly every industry 
as both a knave and a fool, but in the 
jewelry trade his action is particu- 
larly foolish and harmful; for out- 
side of the comparatively few na- 
tionally advertised lines of merchan- 
dise which he carries, the public does 
not understand prices and does not 
know whether or not the dealer is 
making a large or a small profit. In 
fact, most purchasers of jewelry 
lines do not know whether they are 
getting their money’s worth until 
long after the article is purchased, 
and then if the quality falls down, 
they are “sore,” irrespective of the 
price that they paid the jeweler. 

But price cutting or price “‘shav- 
ing” leads in the end to quality cut- 
ting and quality “shaving” and works 
back right through the retailer, the 
wholesaler to the manufacturer. 
When quality shaving begins, there 
is no limit to the degree it will go. 
In nearly all the competition which 
begins with price cutting, it is fol- 
lowed by quality shaving and there 
are few or no instances to be cited 
where anyone has ever made a profit, 
and in no case has it ever produced 
permanent success. 

Price cutting and quality shaving 
leads to demoralization of the indus- 
try. Every man who encourages this 
or participates in any way in develop- 
ing the practice, is working for his 
own failure as well as that of his 
brother jewelers. Even the selfish, 
thoughtless, desperate man has no ex- 
cuse to do it because it does not pay. 
It never has and it never will. 
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Getting in Step with the “Spirit of 1931” 








Platinum in 1929 


ONFIRMING our previous sta- 

tistics, the report on Platinum 
and Allied Metals in 1929, just sub- 
mitted by Hubert W. Davis to the 
Bureau of Mines, shows that about 
49 per cent of the platinum metals 
used in this country last year were 
taken by the jewelry industry as com- 
pared with 55 per cent in 1928. 
However, in platinum alone, the 
jewelry industry still uses more metal 
than all the others put together; 
84,000 ounces out of a total of 145,- 
000 ounces; though even with this 
amount, it showed a drop of 9000 
ounces from 1928. It also used more 
iridium than all other industries put 
together, 3737 ounces altogether. 

In regard to palladium, the report 
to the Bureau of Mines indicates that 
the jewelry trade took less than one- 
eighth of the total production used 
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here, amounting to 4451 ounces out 
of a total of 37,856. The electrical 
trade last year used over half that 
total (18,856 ounces), doubling the 
amount used in 1928, while the den- 
tal trade, which was the biggest fac- 
tor in the use of palladium in 1928, 
taking 12,270 ounces, took prac- 
tically the same amount last year. 
As far as the production of plati- 
num shown in the report, Russia 
dominates with approximately 100,- 
000 ounces, an increase over last 
year, while the Colombian product is 
given at over 45,000 ounces, a drop 
of about 8000 ounces from the year 
before. South Africa is credited with 
21,464 ounces in 1929 and Ethiopia 
with 7716. If the figures of this 
report are complete and correct, it 
is evident that the sales of platinum 
in 1929 amounting to 191,619 ounces 
exceed the total amount of the 
world’s production of that year. 
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oyalty is one 
of the cardinal principles in the operation of a successful 
and prosperous business,” says Henry J. Wilson, president 
of Henry, Inc., operating credit stores in Syracuse, Ge- 
neva, Watertown, Auburn, Binghamton and Elmira, 
N. Y. And in order to show his appreciation for the 
loyal support and faithful performance of their duties 
by his many employees he has conceived the idea of pre- 
senting to every person who has been with Henry’s for 
10 years or more, a beautiful service star, set with a 
diamond and with the inscription: “Ten Years of Loyal 
Service.” 

The primary aim of this practice is to bind together 
employer and employee for a closer understanding of 
each other, and which can only result in a mutual 
benefit for all concerned. It is certain that an employee 
must be “sold” on an organization before he can sell that 
organization’s merchandise. 

Miss Louise McAuliffe, head bookkeeper of the Syra- 
cuse store, was the first to receive this emblem. The 
presentation was made at a banquet given in her honor 
and was attended by all of the officials and employees 
of the concern. 


4d 

—_ for the Christmas season 
if it had not been for our gift department the past eight 
months, we could almost have locked up the front door,” 
remarked J. M. Stier, Beloit, Wis., jeweler. That sounds 
pretty strong in cold type, but Mr. Stier did not mean 
that his jewelry business was dead, by a long shot. But 
he did say that during the Christmas season the gift 
department required the services of six girls, while only 
four extra ones were needed up front. 

The gift department, he: reasons, is the logical place 
to sell and show that type of merchandise the jeweler 
today carries, yet does not feel that it belongs in his regu- 
lar stock. Popular priced costume jewelry is chief on that 
list. “If the big city stores can specialize on $1.95 goods 
in their high-grade stores, why not the smaller jewelers?” 
he asks. 












~ PROVEN PROFIT 


These are practical days. Ideas that will 
move goods for somebody else may move 
goods for you. Try some of these—the 
best of the month selected by our field 
editor following his recent trip into every 
state in the Union. 


This gift shop is decidedly unique in that the rear of 
the store represents an English cottage. Being thus set 


} j 





apart from the rest of the store goods that would look 
out of place up front fit in here very nicely. A special 
room for men’s goods has proved a popular addition. 


Most stores have files 


for letters, but mighty few have complete files for all 
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kinds of price and advertising cards. In the Rank & 
Motteram store, Milwaukee, Wis., there is a series of 
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~ MAKERS 


25 classified files or boxes, which contain all the signs 
and advertising matter that come into the store. Some 
of the headings are: Watches, Diamonds, Silver, Valen- 
tines, Football, Sports etc. ‘There is a box for large 
cards and one for small cards under every heading. In 
this way all the material originating in the store or sent 
to the store by manufacturers can be instantly found. 
When the average jeweler receives anything of an adver- 
tising nature from a distributor and does not use it im- 
mediately, he generally puts it away somewhere and it 
is finally lost. Under this system these cards are always 
available. 


dd uf 
he best business 
I get is what my friends send in to me,” says Lloyd S. 
Anderson, manager of Gittelson’s, Minneapolis. “How 





ot 


alia 


aw 


do I get this? Just by satisfying them. ‘That and being 
friendly. Showing every courtesy to every one who is 
connected with the store helps, too. In the final analysis, 
the only way to make friends is to be one.” 


= are one 
of the best items for a jewelry store gift department, is 
the experience of W. D. Anger, Rockford, Ill. They 
not only enhance the department but find a ready sale the 
year round. Those lamps retailing from $7 to $10 are the 
most profitable to carry. Having a number of lamps on 
one connection tends to impress a customer with their 
desirability, especially when they are turned on and off 
during a sales demonstration. 
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By 
Harry R. Terhune, 
Field Editor 


That Get the Money 





, 


[, tune with the “ Buy Now’ 
campaigns now being carried on locally throughout the 
country, Hughes & Son, jewelers of Lima, Ohio, with 
stores also in Marion and Piqua, are among the first in 


= 
L Mh 4 << 
~~ 
ee ~ 
— >, aa 
e: hy 
~ _ sf 
% ¥ ® 4 g ye | 
Lae § oH 3 — } 
rn 7 XV 
‘\ 
+ 
& @° * “ 
,. & \ 
—G S 
4 ger 
~<a © 
* > ye ie 
t Se oc e- 
7 me 
ao: ; 
4 
= —_ 


the jewelry trade to distribute the little lapel buttons 
reading “Business is Good.” ‘The buttons are fixed to 
cards which bear the emblem of the jewelry store and 
also the words “Compliments of Hughes & Son” and were 
given out to friends and customers in this manner. 





NEW GIFTS FOR THE 
NEW YEAR 


French pottery for the fashionable home. 
The vase is hand decorated in a variety of 
colors and stands eight inches high. Each 
piece is signed by its maker. Retails for $4. 


A zipper tobacco pouch of 
genuine ostrich leather. The pouch 
contains a special compartment 
for a pipe and has a 14-karat gold 
name plate. Sells for $9 retail, 
complete with pipe. 


An illuminated Buddha of crystal glass mounted 
on a base of black mirror glass. This item is 
extremely useful as a night light and can also be 
= for general decorative purposes. Retails for 

33. 


A combination humidor for 
cigars and cigarettes. It has 
two compartments, one for 
cigars which is lined with 

China animals in a amber glass, and the cigar- 
variety of sizes. These ette section lined with cedar. 
quaint figures are care- There is a drawer at each 
fully sculptured pieces end of the humidor, carrying 
showing familiar pets card playing accessories. It 
in characteristic pos- is finished in brown Floren- 
tures. They retail at tine leather with gold tool- 
prices ranging from $7 ing and retails complete for 
up. $150. 
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Practical Suggestions for 


the Gift Section 




























An attractive table lamp of black glass 
Stands 14 inches high. The shade is of 


e. silk, in black, white and grey. Lamp and 
of shade retail for $24.50 

h 

4 


A combination compact and 
watch vanity, consisting of in- 
dividual compartments for powder, 
rouge and watch unit. May be 
had in solid and multi-colored 
enamel. This item can be profit- 
ably retailed at $20 


Pottery book ends done in the modern 
spirit with a crackle finish. They are 
Parisian imports and retail for $4 a pair 
Appropriate for a mantel decoration or 
for the library table 


A whisk broom for the traveler. Made 
of Florida grass and enclosed in a sheath 
of tooled Florentine leather. This item can 
be shown to advantage on the low priced 
tables. Retails for $1.75 

Va 


HE Peiney Wet BET iste Rel 


Cased stems, a new 
departure in glass. 
Black sheathed in 
crystal adds charm to 
etched crystal ware. A 
goblet and champagne 
glass; both items may 
be retailed at $12 per 
dozen. 
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“WEED ‘EM AND REAP" 


“Expenses are the weeds of merchandis- 
ing. If you don't keep after them con- 
stantly they'll soon choke your garden. 
The bigger they grow the harder they 


are to Cut.” 


Len Patty’s jewelry 
store was empty one crisp January morning when the 
Old Veteran dropped in to “absorb a little rent, heat, 
and light,” as he put it. 

“Just the man I’m looking for!” Patty greeted him 
from behind a desk littered with papers. “I need brainy 
help in large lots this morning.” 

““H’m, resolutions, I reckon,” the Old Veteran sug- 
gested. 


Fig. 2. A sane advertising budget takes 
the amount available for the year, in 
this case, $3,500, and divides it into 
monthly appropriations. 
There should be a fairly even flow of 
advertising during the year, varying 
somewhat with the monthly sales. 





Advertising 
Budget 


7% $ 245 
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“Yes, sir, Old Vet! Good resolutions on bad expenses! 
Just listen to this sermon: Expenses are weeds in the 
merchandising garden. Just like any other garden; if 
you neglect it the weeds will grow faster than the plants. 
And if you don’t weed expenses constantly they will soon 
choke the profits you are trying to reap. 

“So here’s my theme song for this year: ‘Weed ’Em 


and Reap’; ‘Weed ’Em and Reap!’” 

The Old Veteran paused as he was about to light his 
pipe. ‘Seems to me I heard you say something like that 
last year . . . and year before, too. One of the comical 
things around most jewelry stores is the inconsistent atti- 
tude toward expenses,” the Old Veteran chuckled. 

“Every year when the final statements are made up 
they raise a big hullabaloo about the exorbitant and un- 
reasonable expenses. The figures look so big when 
they’re totalled for the year, yet so inconsequential as 
they pass under their noses day by day. 

“So they rave for a couple of weeks about cutting 
expenses. Then some way they become all wound up in 
other things and expenses drift along as usual. In fact, 
if they have occasion to question an item of expense 
they compare it with last year’s. If it’s no greater they 
okay it. It’s so easy to forget they had ever denounced 
last year’s figures as being excessive.” 


_ guilty, I'll admit,” 
Patty groaned. “But this year is going to be different. 
I’ve got a budget now. Well . . . I mean I have a piece 
of paper here that’s going to be a budget—with your help.” 
Patty pulled up a chair for the Old Veteran and 
proceeded in a more serious vein. 
“Let’s go fundamental for a minute, Old Vet. Profit 
is the difference between gross margin and expense. Noth- 
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ing else. Therefore to increase profit 1 must either raise 
my markup or lower my expense. 

“But you know as well as I that a jeweler can’t do as 
much about his markup as merchants in many other lines 
can. A considerable part of my stock is pre-priced at 
the factory. A good deal of it is plenty low too. 


7 
So there isn’t much 


to be done about markup on standard lines. My hope for 
more profit lies rather in better management of my 
expenses.” 

“Right you are, Don. Every research into the retail 
jewelry business shows a very decided difference in ex- 
pense percentages between the loss stores and the profit 
stores. Yet in these same stores the difference in markup 
is often quite negligible. Now as to expenses, you're 
going to ‘weed ’em and reap’ by means of an expense 
budget, eh?” 

“That’s it. But just as I started hoeing my expense 
weeds this morning in came a letter with a request for 
a hundred dollar donation—for a good cause—and from 
a good customer too. 

“Then I got to thinking. Maybe I’m too tight about 
requests like this. One hundred dollars seems like a lot 
of money. But figured against a $100,000 business it’s 
only one-tenth of one per cent. See here, like this. Deci- 
mal point—ought—ought—one (.001). Practically 
nothing! I don’t see how I can turn him down.” 

The Old Veteran frowned. “H’m, so you figure one 
hundred dollars is practically nothing! Now let me fig- 
ure a minute. Figures never lie except when based on 
the wrong set of facts. 

“First, Don, my boy, never forget that all expenses— 
including donations—come out of net profits, not out of 
gross sales. I’ll be generous and say your net profit on 


that $100,000 business is five per cent, or $5,000. 
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By MURRAY C. FRENCH 











EXPENSE BUDGET \ 
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Advertising..... 
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SHOULD BE 
this year 
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SHOULD BE 
this year 











Donations....... 
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Fig. 1. Plan of an Expense Budget which 
lists only those items that can be con- 
trolled: on a monthly basis. 


“Now, if I know my arithmetic, $100 is two per cent 
of $5,000. Two per cent, Don, is very decidedly some- 
thing. Quite different from one-tenth of one per cent, 
isn’t it?” 

“Yes... but I didn’t think of it that way.” 

“And you say it’s a good customer who’s sponsoring 
this request. All right. Suppose he and his family spend 
five hundred dollars a year with you. They would have 
to trade here four years before the net profit on their 
patronage would amount to one hundred dollars. Four 
years mind you! 

“Don’t forget it takes a good organization, working 
hard, to net $5,000 a year profit. If you give away $100, 
it means every one around the place works one solid week 
just for the fun of making that gift. Is it worth it?” 

Patty held up his hands in surrender. “You win, Old 
Vet! The nervy fellow ought to be ashamed of him- 
self for asking such an outrageous amount! I'll tell 
him the plain truth; the budget won’t allow it. 

“Here’s the plan of my budget (Fig. 1). Each month 
has three spaces for each expense account. First, last 
year’s expenditure; second, what I think it should be 
this year; third, what it actually is this year. 

“Tt’s all easy but that second item; the ‘should be’ 
figure. Confidentially, Old Vet, I'll admit it’s much 
easier to make a loud statement that expenses must be 
lower, than it is to put down in black and white exactly 
when, where, and what they should be. But that’s what 
an intelligent budget is. 


Md 
My plan, therefore, 
is to take last year’s monthly figures and scrutinize every 
item. Whenever I make a ‘should be’ item less than it 
was last year, I’ll put down on paper definite, workable 


(Turn to page 99) 
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l want to see the manager.” 
The speaker was a man of about 38 years, dressed in 
well cut, conservative clothes, and his manner was that 
of a prosperous business executive. His tone implied 
that he was one used to giving commands, and the clerk, 
who had been arranging some diamond rings in the show- 
case for the day’s business, hurried to the rear of the 
store after a deferential, “One moment, please.” 

It was about 9.45 a. m., and John Baldwin, owner 
and manager of Baldwin’s, the foremost jewelry store of 
Littletown, a thriving Middle-Western metropolis, was 
glancing over the morning mail when the clerk told him 
of the visitor. 

For a man who had built up one of the finest business 
establishments in Littletown, starting with a small watch 
repair shop, Baldwin was quite a young man. As he 
walked through the store to meet his visitor, he looked 
with pride at the imposing row of showcases displaying 
as fine a collection of jeweler’s merchandise as could be 
found within a radius of many miles, and he smiled 
happily as he bowed to the stranger at the diamond 
counter, who had been waiting rather impatiently. 

“Good morning, Mr. Baldwin,” said the visitor. “I 
am A. P. Smith, of Smith, Thompson & Co., over on 
Water St. Phil Boyle suggested that I come to you for 
what I want. You know him I suppose?” 

“Phil Boyle is one of my best friends,” replied the 
jeweler. “I have known him for years. What can I 
do to help you?” 


CASHING 


“Can you beat it,” he ejaculated, 
“| don’t think I’ve ever done any- 
thing quite so silly in all my life. 
| took your check with the name 
of your bank on it and forgot to 
mark it with the name of my bank 
—naturally it came back.” 


“Today is my birthday,” began Mr. Smith with a 
twinkle in his eye, “and my wife wants to give me a 
present. You know what that means. With a great 
show of generosity on the part of my wife, I buy a gift 
for myself. So I thought that the least I could do would 
be to pick it out for myself.””’ Smith chuckled a bit and 
went on. “I want a solitaire diamond ring—not much of 
a setting, you understand. I know a little about dia- 
monds, and I want a good stone—something between 
three and four carats.” 

“Hmmmm,” mused the jeweler, thinking quickly. 
Purchases that ran into four figures were somewhat rare, 
especially at that time in the morning. However, as 
Smith had come well recommended, Baldwin did not 
hesitate long. “I think I have precisely what you want 
Mr. Smith,” he said, and going to the vault brought 
back a ring. He laid it on the counter; an unpretentious 
setting in which sparkled a flawless diamond of about 
three and a half carats. 

Smith examined the ring carefully and the jeweler was 
impressed by the way his customer looked at the stone. 
Smith seemed to have considerable knowledge about dia- 
monds, and after some discussion in which he showed 
himself to be a shrewd bargainer, the price of the ring 
was set at $3,000. 

“T say, have you a blank check? I must have left my 
book at the office.” 

Baldwin looked up. Nothing had been said about a 
check and he wondered how he could refuse to take one 
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IN ON A “RUBBER” CHECK 


This trick was successfully worked on jewelers in the 
middle West some years ago and may be tried again. 
Beware of the well dressed stranger who leaves his 








check book at home. 


as payment and still not offend his customer. Smith, 
seeing the disappointment on the jeweler’s face reassured 
him. 

“You understand, Mr. Baldwin—I am not asking you 
to take a check in payment for the ring. What I want 
you to do is to have the check cashed at once, and [’ll 
come back later and get the ring—let’s say at four 
o'clock sharp.” 


The jeweler tore a check 
from his bank book. ‘Why, Mr. Smith, surely you 
don’t think that I. . .” 

“Mr. Baldwin,” interrupted his customer. “You're 
a business man and so am I. Why man, you'd be crazy 
to take my check and give me the ring right away. 
You never saw me before. And just to make sure, I 
want you to send the check to the bank at once, and have 
it cashed. I’m taking the 4.29 to Chicago and that ring 
has got to go with me.” He quickly filled in the blank 
check for the required amount, signing his name in a 
large, distinct hand. 

“T want you to give me your word that you will have 
it cashed immediately,” he said, passing the slip of paper 
to the jeweler. ‘“There’s one thing more. I would like 
to have my initials, A. P. S., engraved on the inside of 
the ring. Can you do that for me and have the ring by 
four o'clock?” 

“We can do that very easily,” replied Baldwin, ‘but 
I want you to know there is no doubt in my mind as to 
the value of the check . . . but if you insist. . x 

“I do. You have it cashed right away and we'll both 
be sure that nothing goes wrong and I’ll have my ring 
at four o’clock,” and he left the store. 

“That’s the kind of a man I like to do business with,” 
said the jeweler to one of his clerks after Smith had 
disappeared into the street. ‘“Three thousand dollars 
worth of business before 11 o’clock in the morning is not 
a bad start for the day, either,” and he smiled expansively 
as he thought of the sale. He took the check from his 
pocket and endorsed it carefully. 

Fifteen minutes later a messenger was on his way to 
the bank. He was not gone long, and when the boy 
returned with the check in his hand, Baldwin was very 
much surprised. 

“What’s the matter with it?” he asked. 

The boy handed him the check, saying that the cashier 
had refused to cash it, informing him that there was no 
such account on the books. 

Baldwin was puzzled. He went back to the diamond 
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counter and carefully checked the stock. There was the 
possibility that the man might have been a “penny- 
weighter.” However, he found nothing missing. With 
a sigh he took the ring out of the envelope in which 
it was to be sent.to the engraver and returned it to the 
vault. 

The day passed slowly, but by the middle of the after- 
noon, the store began to fill with customers, and Bald- 
win came out on the floor to assist the sales staff. Busy- 
ing himself with this customer and that, he quite forgot 
for the moment the occurrence of the morning, and 
when, at four o'clock, he saw Mr. Smith walk briskly 
into the store, he was almost overcome with amazement. 

Straight to the diamond counter walked the erstwhile 
buyer, where the jeweler was standing, and in a jovial 
voice said, “Well, here I am. Have you got my ring?” 

Baldwin replied slowly. “No, Mr. Smith, I haven’t 
got your ring.” Smith frowned for a moment, and then 
said jokingly, ‘““What’s the matter, the check no good?” 

“Just that. There is no such account at the bank.” 

““No such account!” A look of surprise spread 
over Smith’s face, which turned to an expression of ex- 
treme merriment. 

“Have you got that check handy?” The jeweler 
nodded wonderingly. ‘Let me see it.” Baldwin handed 
him the check, and after just one glance, Smith burst 
into a hearty laugh. 

“Can you beat it,” he ejaculated. “I don’t think I’ve 
ever done anything quite so silly in all my life. Why 
I took your check with the name of your bank printed on 
it and forgot to mark it with the name of my bank— 
naturally, it came back.” He jammed the check in his 
pocket with an expression of disgust. “‘I’ll have to have 
it framed,” he said ruefully. 


Meanwhile the jeweler 
joined in the laugh. “I certainly am glad this thing is 
straightened out. Mr. Smith, you really have no idea 
of the black thoughts I have been harboring against you 
for the past several hours—but now that it’s all explained, 
it sure is a fine joke. Baldwin was genuinely amused, 
but he was still more surprised and very much gratified 
when he saw Smith take out a wallet and begin to count 
out the money in cash. 

“It so happens that I have sufficient money with me 
now to pay for the ring in United States currency,”’ said 
Smith as he laid on the counter 30 hundred dollar bills. 
“To be very frank, I wouldn’t dare give you another 


(Turn to page 117) 





Forward March to 
Better Business 








The first trading 

day of 1931 is 

Friday. The new 
year brings new busi- 
ness opportunities. 
Join the “1931 Amer- 
ica Forward March” 
parade and resolve 
to boost prosperity. 
Garnet is the Janu- 
ary birthstone. Show 
garnet jewelry 


Extra selling ef- 

fort is necessary 

during January. 
Center public atten- 
tion on a week-end 
special offering of 
Post-Christmas mer- 
chandise. Advertise 
in your local papers 
and display attrac- 
tive specials in your 
windows. 





Begin the first 

business day of 

the first full 
week in the new 
year by continuing 
your birthstone 
jewelry campaign. 
Don’t wait for busi- 
ness—Go after it. 
Call attention to your 
repair department. 


Feature costume 
6 jewelry for 

southern tourists 
and __stay-at-homes. 
This selling drive 
should be preceded 
by letters to a select- 
ed list calling atten- 
tion to your stock of 
costume jewelry. 


sale of odds and 

ends of your 
stock. Reduce the 
price on each article 
hour by hour until 
the last article is sold. 
This plan will bring 
more people to your 


7 Hold a special 





Advertise silver- 
8 ware for Janu- 

ary wedding 
gifts and display 
properly set tables. 
Send out a carefully 
worded letter to your 
prospect list. Watch 
the newspapers for 
approaching wed- 
dings. 








sets and gift 

merchandise 
suitable for prizes. 
Build up more inter- 
est in bridge playing 
in your newspaper 
advertising. Make 
your store headquar- 
ters for such prizes. 
Feature them in win- 
dow displays. 


9 Display _ bridge 


Saturday is 
| week-end spe- 

cial day. Go 
through your stock 
and be ready with 
neatly arranged 
price tables offering 
attractive merchan- 
dise at reduced 
prices. 








Formal 
13 jewelry for 

men is most 
important during the 
winter social season. 
Advertise your store 
as the jewelry fash- 
ion center. Display 
dress shirt sets, cigar- 
ette cases and light- 
ers, evening watches 
and chains. 





Make Janu- 
| 4, ary a sales 

month. Too 
many jewelers con- 
sider it a dull period. 
Offer your mailing 
list reductions on 
certain stocks not 
available to the pub- 
lic. Place a two-day 
time limit on this 
special opportunity. 
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Make this 
l y week “Clock 
Week.” Ad- 


vertise an old clock 
contest. Award an 
electric clock to the 
owner of the oldest 
clock brought to your 
store. Focus atten- 
tion on your stock of 
clocks by attractive 
displays. 





Build up your 
l 5 watch and 

watch attach- 
ment business with 
a special window dis- 
play. Show the old- 
est watch obtainable 
with the latest offer- 
ings. Advertise this 
event and offer a 
prize for the oldest 
watch. 





During the 
16 social season 

perfumes are 
in special demand. 
Be ready with a dis- 
play of fine _per- 
fumes. Make your 
store headquarters 
tor discriminating 
buyers. Send out a 
special letter to a 
carefully selected list. 











THE JEWELERS’ CIRCULAR 
for January, 1931 









January 


Selling Suggestions 












Saturday 
17 should find 

you ready for 
another week-end 
sales drive. Offer ar- 
ticles for the home. 
Center attention on 
your stocks of fine 
china and glassware. 





Why not fea- 
y l ture gold and 

silver pens, 
pencils, stationery 
and fountain pens? 
A neatly arranged 
window display 
should result in add- 
ed business at this 
time. 






































a 


Start the 
l 9 week’s selling 

campaign 
with a “one article 
only at this price” 
drive. The price 
should be low enough 
to sell the article 
quickly. It brings 
them into your store. 


display 

basket bal], 
hockey and other 
winter sports 
trophies. Show pho- 
tographs of local 
basket ball stars in 
your window displays 
together with  suit- 
able trophies. 


y. Advertise and 





cp A carefully 
yw prepared let- 
ter to your 
mailing list will call 
attention to your se- 
lection of fine dia- 
monds in up-to-date 
mountings. S how 
illustrations with 
forceful copy in your 
advertising. 


Stress the 
y fact that your 

repair de- 
partment is equipped 
to remodel  out-of- 
date jewelry. Get 
after business for 
your. watchmaker. 
Advertise this ser- 
vice to the public 
and by direct mail to 
your patrons. 


Start a “win- 
y. dow sale” of 

a few select- 
ed articles. Price 
them low enough to 
attract buyers and 
offer a reduction of 
30 cents a day on 
each piece. Continue 
the sale until these 
stickers are sold. 








Do you keep 
26 a list of the 

births in your 
selling area? If so. 
write the parents a 
letter of congratula- 
tion and invite them 
to your store. Some 
jewelers send baby a 


small gift. 


Change vour 
yd window  dis- 

play by fea- 
turing gift wares and 
invite inspection of 
your stock in your 
advertising. Show 
some of the latest 
novelties, but do not 
overcrowd the space. 


A mid - week 
2 $ display of sil- 

verware will 
help build sales. 
Brighten up your 
store with cut flowers 
in silver vases and 
include them in your 
window displays. 














Make a spe- 
29 cial display 

of articles for 
young folk. Feature 
dainty jewelry and 
watches for the girls 
and strap watches for 
the boys. Build for 
the future by culti- 
vating their trade. 





Only one 
30 more selling 

day this 
month. Urge your 
salesmen to move 
some of the _ slow 
stocks. Offer a small 
sales bonus as an in- 
ducement. 





Plan your 
3 February 

selling cam- 
paign and prepare 
advertising copy for 
the next month. Re- 
new your resolution 
to keep everlastingly 
after new business in 
1931 and beat your 


January sales. 
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IM TELLING YOU— 


FACT OUTRUNS FICTION 
































hat 
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IN 1875~R.S. SYMINGTON, TELEGRAPH 
ENGINEER OF THE SCOTTISH TELEGRAPH 
CONSTRUCTION CO.,GLASGOW, INSTALLED AN 
ELECTRO-MAGNETIC CLOCK IN THE CLYDES- 


DALE BANK. IT WAS ARRANGED SO AS TO 


CONTROL MOVEMENTS OF ANY NUMBER OF 
CONNECTED CLOCKS BY MEANS oF 
MAGNETIC CURRENTS. 


IN 


NAPOLEON T. HAD A SELE-WINDING 
WATCH WHICH WOUND ITSELF UP BY 
MEANS OF AWEIGHTED LEVER, AT 
EVERY STEP THE LEVER ROSE AND 
FELL, WINDING UP = RATCHET ATTACHED 
TO THE BAQREL BY MEANS OF A 


GATHERING CLICK 


AN ALMANDINE GARNET, 
CRYSTAL WEIGHING 


© Y3PouUNDS wASs 
FOUND 
CAVATION AT 35 © 
ST. & B'WAY, NEW YORK ‘4: 


WAS PURCHASED BY 
DR. GEORGE F. KUNZ 
AND IS NOW IN THE 
COLLECTION OF THE 
MINERALOGICAL SOCIETY 
OF NEW YORI< AT THE 
AMBRICAN MUSEUM OF NATURAL HISTORY. 





HAIR, GROWS ON WATCH CRYSTAL. 
BRITISH SCIENTISTS IN LEEDS, ENGLAND 
SUCCEEDED IN GRAFTING GUINEA PIGS 
SKIN TO THE SURFACE OFA WATCH 
CRYSTAL AND Féb IT wiTH BLOOD 
PLASMS ANB SPECIAL EXTRACT TO 
NOURISH THE ROOTS 







INAN EX— 


I@2@5. THE STONE 





THE DRAWING IS A LITTLE MORE THAN 
ONE QUARTER, THE ACTUAL S/(7E OF 
THE CRYSTAL. 


























-——_—O oe ee & 


ALTHOUGH MY ASSOCIATES AND | HAVE, 
Larsen OVER. 1000 GENUINE DIAMOND 
RAINES IN SOUTH AFRICA, OF THAT 
NUMBER. THOSE THAT ARE PAYING Divi DEND 


TO STOCILHOLDERS CAN BE COUNTED ON 

THE FINGERS OF MY TWO HANDS AND 

HAVE SOME TO SPARE ” 
THE LATE DAVID DRAPER, 


DISCOVERER OF PREMIER, 
ROBERT VICTOR AND OTHER MINES 
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ITS CASUALTIES AND ITS SURVIVORS 








ARECORD OF THE GREAT DEPRESSION 





In Memoriam: 


for THE MAN who said: “What's the use, you can't 
buck times like these.” So he never tried. Passed 
out in January; only his creditors mourn him. 


; for THE MAN who said: “We must cut down. Cancel 
all advertising; don’t buy any more window dis- 
plays; don’t burn so much electric light in the day 
time; cut down or fire high priced sales people.” 
He trimmed his sails; the receding tides of business 
left him high and dry. 


for THE MAN who figured: ‘| won't buy any new 
goods no matter what their possibilities are; 1’ll 
sell what I’ve got, and if they won’t buy that—my 
repair business will carry me along and pay my ex- 
penses.” “They” didn’t buy—the repair business 
dropped off and they’ve taken over his lease. Now 
he’s looking for a job as watchmaker. 


for THE MAN who murmured: ‘With my fat surplus, 
| should worry.” Months of enforced dieting have 
reduced the surplus; he’s worrying now. 

for ALL THESE, and many others you doubtless knew 
about, REST IN PEACE. 


Congratulations ! 


to THE MAN who said: “This simply means we must 
fight harder to get there. Let’s go!” Doing very 
well, thank you. 


to THE MAN who said: “Certainly, we'll maintain our 
advertising appropriation. BUT—each advertising 
dollar must be made to go twice as far—must bring 
in more new customers, and sell more to the old 
ones.” 


to THE MAN who searched untiringly for new ideas 
in store and window display; who was constantly on 
the alert for new lines to back up or replace old 
lines which weren't moving; who stocked promising 
new items on which to concentrate his advertising, 
enthuse his clerks and bring new customers into his 
store. 


to THE MAN who said: “I’ve got to use my surplus 
funds to bring me sales and profits. | can't afford 
to let them dwindle through inactivity.” 


to ALL THESE, may their numbers increase, CON- 
GRATULATIONS! 





—and as for OURSELVES 


e Our coats are off; our sleeves rolled up. We're busy adding new names 


Featuring to our list of customers who tell us that the new lines we have introduced 
BLUEBIRD —the new items and merchandising ideas we have placed at their dis- 
Registered posal HAVE BROUGHT RESULTS in actual, increased sales and profits. 
) DIAMOND RINGS Our own sales prove it! 
* 
OS LUCIEN LELONG MORAL: /f you are not on the road to profits, write today. 


PERFUMES 


AMERICAN waTcHes STEIN & ELLBOGEN COMPANY 


TAVANNES. WATCHES DIAMOND CUTTERS . . . IMPORTERS AND DISTRIBUTORS OF jEWELRY 
e 55 EAST WASHINGTON STREET . . . CHICAGO, ILLINOIS 
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Necklaces of silver, and 
carved crystal and stones, 
designed by the well- 
known futurist, Ernesto 
Chayahat — exhibited at 
the Biennial Fair in 
Venice, Italy. 


Seven Merchants | ell How to Sell 


Pepeanes from seven merchants 
show the trend of merchandising though with telegraphic 
brevity. We have asked seven men to give us their selling 
ideas of the month. Here they are. 

©© 
“Increase the actual sales producing period of our selling 
force two hours a day, and reduce overhead just so much.” 


S. H. Schwarzchild, Richmond, Va. 


©© 
“The cost of air mail and express is much less than the 
ultimate cost of old merchandise.” ‘Ted Syman, Denver, 
Colo. ©® 
“We have come to realize that ‘frozen assets’ means poor 
merchandising and every effort should be made to move 
them as soon as possible.” Ralph H. Chase, R. Harris & 


Co., Washington, D. C. 
©O 


“In many peoples’ estimation, babies, especially the first 
baby, rank next in importance to weddings in their gift 
giving program.” H.A. Maier, Atlanta, Ga. 


““A jeweler always has something to sell and on that basis 
he should be in the newspapers regularly.” Oliver Selle, 
St. Louis, Mo. ©© 


“The public wants style and will pay a reasonable price 
for it. It’s profitable to emphasize the beauty of an article 
to a prospective customer.” Al Gramza, Buffalo, N. Y. 

©® 

“The successful jeweler makes his own opportunity and 
through the pursuit of an ideal achieves success.” W. W. 


Bugg, Jackson, Mich. 
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Established 1866 


eM iKelin& 3 
DIAMONDS 





Office and Cutting Works 


6 West 48th Street 
New York 
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Where We Stand led 


A large number of the 


leading manufacturers of the jewelry trade of the East have in the past few weeks 
put themselves on record in a signed statement to the effect that they do not favor the 
establishment of the proposed Jewelry Institute or any other so-called trade organiza- 
tions “sponsored by interests outside of the trade.” As THE JEWELERS’ CIRCULAR 
goes to press, about ninety prominent firms have attached their signatures to 
such a statement in the belief that their friends among the wholesale and retail jewelers 
throughout the United States are entitled to know their position with respect to the 
proposed Jewelry Institute of America. But as this is not to be construed in any 
way as against closer association of the three branches of the industry, and as these 
very manufacturers believe.good ¢an be accomplished by such contact and welcome it 
at all times, the action of these manufacturers should not prevent constructive effort 
on the part of the trade to accomplish proper research and sales promotion under 
auspices that will be satisfactory to the industry, as a whole. 


THE JEWELERS’ CIRCULAR has been repeatedly requested to frankly express its 
viewpoint regarding a plan for establishing a Jewelry Trade Institute. Proponents 
of the plan are desirous of having our immediate support and endorsement. Oppo- 
nents of the plan urge us to openly express ourselves against it. This is our answer: _— 


The principle of an industrial institute for the development of mar- 
kets is fundamentally sound and one with which we heartily agree, but 
with all institutes or foundations of this character of which we have 2 
knowledge, the organization or the corporation is formed on a non- m4 bY 
profit sharing basis as a mutual organization for educational purposes ba 
with complete control in the hands of the industry itself. In no in« j 
stance of which we have knowledge has the control of such organiza- le 
tion been permitted to go into the hands of any one individual or any [4 
one interest. ss 

An Organization, Committee or Foundation, such as the jewelry id 
trade needs, must serve a diversity of interests. Many different indus- 
tries competing one against the other for the jewelry trade, and many A 
divisions of the industry competing within the industry itself offer | 
serious complications; therefore, the essential point in obtaining sup- ie 
port for such an Institute must fall in the category of control. a 

An Institute or Foundation, to obtain the whole-hearted support of 
THE JEWELERS’ CIRCULAR must be one in which all divisions of the 
jewelry and allied trades, the manufacturers, importers, wholesalers, 
and retailers will have equal representation. 

Whether this should be done by trustees elected by the organizations 
representing such divisions of the industry, or by mass meetings within 
the industry, is a point to be determined later; but such equal repre- 
sentation is the first essential on which support of the entire industry 
can be solicited. a 

Furthermore, the body should be so organized that each and every ' 
publication can, without injury to itself, give it either support and a 
commendation when functioning properly or unstinted criticism 
should it function improperly or should it go off on a tangent. 
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We believe confidently if an Institute, a Foundation, or Bureau—call it what you a 
will—is planned and developed on a mutual foundation with equal division of re- | 
sponsibility and not as a business corporation, that it can and will render a tremendous 4 
service to the jewelry and allied trades. But the “set-up” of the institute as proposed ae | 
in no way met these requirements. An entirely new body must be formed. a 

Our thoughts are predicated on a somewhat broad knowledge of similar situations | 
in other industries with which our publishing company is affiliated, as well as upon 4 £ 
the common sense of equal distribution of responsibility and operation. 

We all realize that the jewelry industry is in need of a great and complete co- | ba 
operative effort to lay a solid foundation for a new period of prosperity that is sure to 
be with us again in the not distant future. 


“a THE JEWELERS’ CIRCULAR bd 
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STERN BrROS. & CO. 


2 West 46 St, New York 


Diamond Cutting Works 
68 Hunters Point Avenue 
-. Long Islano City.. 


Chicago Amsterdam: 16 Sarphatistraat 
31 North State Street Antwerp: 48 Rue Simons 
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Specimens of 
Rough Garnets 


Top Row: Madagascar 
and Fashoda Garnet. 


Bottom Row: Alman- 
dine and Domestic 
Garnet. 





arnet the January Gem 


Zodiacal Sign—Aquarius (The Waterman) 
Significance—Constancy and Fidelity 
Associated Flower—Mistletoe 

Especially suitable for rings and brooch settings. 


Let January’s maiden be 
All Garnet gemmed with constancy 


a singing the above 
sentiment, the poet agrees with the traditions of the 
Jews, Romans, Arabians, Poles and other races in placing 
the garnet as the natal stone for January. In fact, it is 
also designated in the lists of the Russians and the Ital- 
ians, although among these two races there was an alter- 
nate stone, the hyacinth among the Russians and the 
jacinth among the Italians, according to the elaborate 
table prepared by Dr. George F. Kunz. However much 
the authorities may differ on birth stone lists of other 
months of the year, practically all the traditional lists 
include the garnet for January as they do the amethyst 
for February. 


But though the jeweler does not have to consider more 
than one stone in name for this month, he has to con- 
sider more than one stone in substance. For the garnet, 
so-called, is a stone of many varieties. So much so that 
confusion often exists in the trade in determining some 
of these varieties because names are often applied to gar- 
nets which belong properly to other gems. Among such 
names are the Arizona ruby, the “Colorado ruby,” “Cape 
tuby” and “Ceylon ruby.” On the other hand, a lot 
of garnets have been improperly sold as hyacinth or ja- 
cinth. 


Among the many names that have been given to gar- 
net, including the different spellings of the same name, 
are the following for which list we are indebted to the 


American Gem & Pearl Co.: 
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Almandine 
Almandite 
Andradite 
Arizona Garnet 
Arizona Ruby 
American Ruby 
Adelaide Ruby 
Bohemian Garnet 
Bobrovka Garnet 
Carbuncle 

Cape Garnet 
Cape Ruby 
Ceylon Ruby 
Ceylon Hyacinth 
Cinnamon Stone 
Colorado Ruby 
Demantoid 
Essonite 

False Hyacinth 
Fashoda Garnet 
Grossularite 
Gooseberry Stone 


The garnet has been classified into three groups and 
six varieties, depending on their composition, have been 
distinguished. Four of these are in the so-called “alu- 
minium” group, viz.: 

(a) Grossularite or 


ruby. 


Hessonite 
Hyacinth 
Jacinth 
Madagascar Garnet 
Melanite 
Olivine 

Oriental Garnet 
Ouvarovite 
Precious Garnet 
Pyrope 
Rhodolite 
Romanzovite 
Spessartite 
Spessartine 
Syriam Garnet 
Syrian Garnet 
Siberian Chrysolite 
Succinite 
Topazolite 
Uralian Emerald 
Uvarovite 
Vermeille. 


calcium aluminium garnet 
which includes hessonite and cinnamon stone. 

(b) Pyrope or magnesium-aluminium garnets which 
include the so-called Cape ruby or Arizona 


(Turn to Page 129) 
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The Syndicate Speaks 


Official Statement Cabled to The Jewelers’ Circular Assures Stability 
of the Diamond Market and that Supply of Rough Will Be Kept 
in Accordance with Demand—Statement of Minister Fourie as to Inter- 
Producers Agreement and South African Government's Position 


That the Diamond Syndicate not only confirmed the matter already published, but told 


is in absolute control of the diamond market today; that of the satisfactory agreements reached on all points for 
the prices for diamonds are strong and stabilized; that the the renewal of the diamond contracts and the fact that 
South African Government intends to limit its own sales the Minister of Mines had obtained official authority to 
of diamonds in proportion to the sales of the big four com- conclude such contracts. 


panies, and that prices at which diamonds are purchased 
by the South African cutters will in no way permit unfair 
competition with diamond cutters throughout the rest of 
the world ; these were the four pieces of big-and important is 
. NOVEMBER 
news that came to the diamond trade late last month. pO c= 
information, coming in authentic form through amepenee 
direct cable to THE JEWELERS’ CIRCULAR by direction of 


The cable, of which a facsimile appears above and 
which also gives assurance of the stability of the diamond 
market in various ways reads as follows: 


SYNDICATE DESIRE WE SEND YOU FOLLOWING STOP AS 
the Diamond Syndicate and other cables to the cutters WILL BE SEEN ON REFERENCE TO TERMS OP THE ANNOUNCE- 
and importers from the leading brokers confirming the MENT MADE BY MINISTER OF MINES OF SOUTH AFRICA, 

. : : ° SATISFACTORY AGREEMENTS HAVE BEEN REACHED UPON 
i he industry. 
news, caused the greatest of satisfaction in the ind y Ay Pella: Gees ee teenie ened cae, 
Despite the attempt to circulate rumors to the contrary, it TRACTS AND THE OFFICIAL AUTHORITY OF THE MINISTER 
established the fact that the diamond business was funda- FOR THE CONCLUSION OF THOSE CONTRACTS HAS BEEN 
mentally one of the soundest in the world at the present OBTAINED STOP THE ARRANGEMENTS ARRIVED AT ASSURE 
, , gta : , : STABILITY OF THE DIAMOND MARKET STOP THE SUPPLY OF 
i in output of 
time with a stabilization both in prices and P DIAMONDS WILL BE KEPT STRICTLY IN ACCORDANCE WITH 
rough that removed for all time the fear that the market 


THE DEMAND AND PRICES WILL BE CHARGED TO THE SOUTH 








could either be overloaded with raw material or that AFRICAN CUTTERS WHICH WILL WORK OUT ON A PARITY 
prices could drop asa result. WITH LONDON PRICES AND ASSORTMENT SO THAT ANY POS- 

The last issue of Tus Jewszers’ Ciecunar (page SIBILITY OF UNFAIR COMPETITION WILL BE AVOIDED 

: i é ’ (SIGNED) JOHN ABRAHAMS 

107) told how the Diamond Syndicate controls the mar- 
ket, giving an official statement sent by cable to American Reprints of the article on the control of the diamond 
cutters as to the stabilization of prices. While this was market had been sent broadcast to the jewelry trade and a 
on the press; THE JEWELERS’ CIRCULAR was in receipt large number of our leading jewelers and diamond im- 
from the Diamond Syndicate of London of a cable that porters and cutters were also notified of the later cable 
THE JEWELERS’ € 85 





for January, 1931 










THE JEWELERS’ CIRCULAR January, 1931 - 


Diamond I mporters 
and Cutters 










To win and hold the 


confidence of our customers 


ARNSTEIN BROS. & CO. 


20 West 47th Street, New York 


Audrey House, Ely Place 31 North State Street 2 Tulp Straat 
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sent to THE JEWELERS’ CIRCULAR by direction of the 
Syndicate. 

The reference in the Syndicate’s cable to the announce- 
ment of the Minister of Mines referred to a: statement 
given to the Reuter news agency by the Hon. A. P. J. 
Fourie, South African Minister of Mines, who recently 
left England on his return to South Africa and which 
authorized Reuter to make the following announcement 
in regard to the sale of diamonds: 


7 “All main outstanding points have been 
settled and the Minister has officially authorized 
the conclusion of the inter-producers’ agree- 
ment between the De Beers, New Jagersfontein, 
Premier (Transvaal), and Consolidated Diamond 
Mines of South-West Africa companies, and of 
the sales agreement between each of these com- 
panies and the Diamond Syndicate. The Min- 
ister has also approved of the cession of the 
agreements at a later date to the Diamond 
Corporation. 

“Formal documents are now being prepared 
for examination by the Mines Department. It 
is hoped these will be ready for final approval on 
the Minister’s arrival. 

“The agreements will provide for the propor- 
tionate limitation of the amount in value of 
diamonds to be sold by the four companies 
named and for the sale of such diamonds to the 
diamond syndicate.” , 














In connection with this official announcement, the min- 
ister also stated that the Union Government, although not 
becoming a party to the agreements between the great pro- 
ducers, intended to limit its own sales of diamonds in pro- 
portion to the sales of the four companies named, and he 
also specifically stated that the Union Government when 
selling to South African cutters intended to charge prices 
that will work out on a parity with London prices and 
assortment so that there will be no possibility of unfair 
competition with the cutters and the rest of the world 
who buy from the Syndicate. Sales by the Union Govern- 
ment other than those made to the cutters will all be 
made to the Diamond Syndicate. 


It is reported that the total quota of the South African 
Government (which includes all the rough they supply to 
the cutters) is to be only £1,500,000 per annum. 


Cables received by American cutters from their official 
brokers in London were to the effect that the full state- 
ments of the Syndicate’s position had been outlined in the 
cable the Syndicate had caused to be sent to THE JEw- 
ELERS’ CIRCULAR and there were no further details to 
be had beyond that statement and the statement authorized 
by the South African Minister of Mines. 


It might be mentioned in passing that the Diamond 
Syndicate in London is averse to publicity and seldom, if 
ever, makes any statements for publication. However, 
this is the third time that the Syndicate has sent an author- 
ized statement to this country, each time in a cable to 
THE JEWELERS’ CircuLar. The first was sent Jan. 27, 
1908, by Mr. Abrahams, then head of the Diamond Syn- 
dicate, stating that “the Syndicate would continue their 
policy of maintaining prices and this in agreement with 
the De Beers and Premier companies.” ‘This set at rest 
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published rumors to the effect that the diamond prices 
were about to be lowered. 

The second instance was in September, 1920, when 
Mr. Breitmeyer, on behalf of the Diamond Syndicate, 
answered a letter of THE JEWELERS’ CircuLar in a cable 
in which he stated that the “Diamond Syndicate’s policy 
has always been to maintain prices and there was no in- 
tention to depart therefrom.” 





They Dared to Charge—And Won 
(From page 63) 


as well as if he had bought better quality. It is sur- 
prising the number of customers who immediately decide 
on better quality, higher-priced merchandise. 

We are firm believers that customers are paying us 
as their representative to watch out for their interest as 
well as our own and in so doing, we are making more 
and better customers. Merchandise is described in words 
that the customer will understand. The word “perfect” 
is not used in describing diamonds, as there are too many 
other ways to describe their wonders. We do not give 
free service but sell fine quality merchandise and good 
repairing and that is all we ask the customer to pay for. 

“Buy on liberal credit terms. There is no extra charge. 
You pay no more than the nationally advertised price.” 


I wonder how long the manufacturers expect to let this 
go on and just why don’t they advertise credit prices in 
addition to cash prices in their national advertising and 
help put a stop to this. 


7 | 


(7 We do not advertise for credit with nothing ‘ 
down terms, nevertheless we have built a good 
credit business that totals more than 50 per 
cent of our sales with few losses. We have 
done this by writing personal invitations to 
school teachers and new people whom we first 
check through our local credit association, to 
open accounts. When they open an account we 
explain to them that all our merchandise is 
priced for cash and they are entitled to pay for 
any purchases the 10th of the following month. 
If they wish to buy on longer terms we ask 
approximately one-fifth of the purchase price 
as down payment and the balance in payments 
extending not over six months if possible, for 
which we add a carrying charge of 10 per cent 
of the purchase price. We do not have any 
complaints against this extra charge as they 
know it is what they would be charged for 
credit in other lines of merchandise. With this 
policy the cash customer with his ready cash 
knows that his business is worth as much as 
the credit customer. - 














We feel that we have lost some of the business of the 
smaller wage earners by not advertising extensively. for 
credit without charge, but we are sure that we have a 
better list of accounts with a better buying power. We 
have occasionally had new customers, people with busi- 
ness ability who have asked if their cash was worth any- 
thing to us, who have spoken with resentment of the 
price, merchandise or jeweler who sold at the same price 
for credit or cash. 
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A\tthough the beginning 
of the winter season and New Year will see fine jewelry 
differing slightly in outline from that of the Spring, there 
are certain dominant characteristics that stamp it as new. 
But the varying changes in outline of women’s costumes 


Jewelry Styles of the New Year 


and Winter Season 


diamond brooch whose motif is drawn from the Italian 
Renaissance but is developed in modernistic style. In the 
center panel is a pendant; on its left, an earring and at 
the right, a clip pin of the kind very much in demand 
now for use either on the neck of the dress, the shoes or 
any other ways. The piece beneath shows how two of 
these clip pins are made to form a brooch, and they can 
also also be made into a jabot pin. This combination of 
clip pin and brooch is offered in various forms. At the 


bottom is a modernistic bracelet with two pear-shaped 
diamonds in the center. 





Earring, Pendant and Clip Pin Brooch Combination 


as well as of material, produced by the return of ex- 
tremely feminine modes from the middle of the past 
century, will bring more and more new pieces to the front. 
In fact, with the New Year, jewelers should have a de- 
mand for fine jewelry in a greater variety in shapes and 
styles than has existed for many years. 

A few designs of typical merchandise are shown here- 
with. At the top is a design of an emerald and sapphire 


These designs were made especially for THE JEWELERS’ 
CircuLar by C. A. Jakobb, a well-known jewelry de- 
signer of New York, who is instructor in jewelry design- 
In them, the designer 
has taken the middle ground between the styles which 


ing at the Mechanics Institute. 


the newer fashions will produce and the more conservative 
designs influenced by the past season. 





Modern Effect in a Diamond Bracelet 
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“Memorandum” Strictly Construed 


New York Court of Appeals Renders Important Decision Claritying 


Law Governing Jewelers’ Contracts—Holder Under Memorandum 


Has No Title and Can Transfer None Until Sale Is Wade to Him 


Aupany, N. Y., Dec. 1—The recent decision of the 
Court of Appeals, this State, in the suit of Henry Green 
vs. Wachs & Mann and the Harriman National Bank of 
New York, is apt to be quoted for a long time in the 
settlement of cases relating to the memorandum as used 
in the jewelry trade. For the opinion of the court writ- 
ten by Judge Crane is so simple and clear that it brushes 
aside most of the hazy speculative questions that have 
surrounded memorandum transactions in the past and 
restates the law in a form that can be understood by 
everyone. The law in effect is, that the ““memorandum’’ 
as used in the jewelry trade means exactly what it says, 
and when it does not purport to give title to the party to 
whom merchandise is entrusted, it cannot be construed to 
do so by any parol evidence as to previous transactions 
between the parties themselves. 

As Judge Crane reviewed the facts in the case, they 
are as follows: Henry Green of 527 Fifth Ave., New 
York, a well known gem dealer, entrusted an emerald 
cut diamond weighing 13.40 carats to one, Felix B. Voll- 
man, another dealer. Vollman intended to take the 
diamond (worth about $18,000) to show to his custom- 
ers and to obtain the stone, signed a memorandum which 
read: 


“These goods are sent for your inspec- 
tion and remain the property of Henry 
Green and are to be returned on demand. 
The sale takes effect only from date of 
approval of your selection, and a bill of 
sale rendered.” 


Then followed a notation as to the diamond and its 
value, with Vollman’s signature. —The memorandum was 
signed Sept. 3, and twenty days later, Green demanded 
the return of the gem from Vollman, but the latter had 
passed it on to another dealer named Harry Cohen, who 
had promised to return it by Oct. 7. Cohen, it seemed, 
had passed the diamond on to still another dealer, Harry 
C. Arnow, who, in turn, had sold it to the firm of Wachs 
& Mann. 


However, the money paid for the stone was returned 
neither to Vollman nor to Green, and Green thereupon 
brought the action against Wachs & Mann to recover the 
stone or its value on the ground that he had never passed 
title to it and they had never obtained title to it. 


The issue at this trial was the authority of Vollman to 
sell the stone to another. The defendants offered to in- 
troduce evidence showing it was the custom of the trade 
with brokers or dealers such as Vollman, under similar 
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circumstances, to empower them to sell the stone or trans- 
fer it on memorandum to another. The trial justice 
excluded such evidence as well as evidence of practices 
between Vollman and Green prior to the memorandum 
at issue. Green obtained a judgment at this trial but on 
appeal to the Appellate Division that court reversed the 
judgment ordering a new trial, because the evidence was 
excluded, and appeal was taken to the Court of Appeals. 

In reversing the action of the Appellate Division and 
afirming the judgment of the Trial Term, the opinion 
of the court declares that Green did not part with title 
to the diamond simply because he parted with the posses- 
sion; that Vollman, in taking it, held it subject to the 
agreement which he had made with Green; that anybody 
taking from Vollman (even an innocent purchaser for 
value), had no better right to the stone than did Vollman. 
The court says: 


“The right to this diamond, therefore, depends upon 
Vollman’s right to sell, and this, in turn, depends upon the 
meaning of the memorandum which he signed when he 
took the stone. If there be any doubt about the meaning 
of the words or phrases used in this paper, the trial 
justice was in error in ruling out the proposed evidence. 
If the meaning is clear, then his rulings were correct. 
Whatever may have been the previous dealings between 
Green and Vollman, Green had the right to part with 
this diamond on such terms as he desired, and if his in- 
tention was made clear, it could not be modified or 
changed by anything he had done before. 

“We are of the opinion that the memorandum agreement 
of Sept. 3rd is clear on its face. The diamond is sent to 
Vollman for his inspection, and is to remain the property 
of Henry Green, to be returned on demand. Vollman, of 
course, took the diamond to sell. He and Green were in 
that business. The memorandum, however, states that a 
sale, that is, a sale by Green to Vollman, passing title is 
to take effect only from the date of the approval (Green’s 
approval) of his, Vollman’s, selection, and a bill of sale 
rendered. ‘Title never passed to Vollman, according to 
this agreement, as a sale to him never took effect. There 
is no evidence of an approval of his selection, or at- 
tempted sale; and no bill of sale was ever rendered. The 
correspondence in the case indicates that more than one 
piece of jewelry or one gem was taken at a time, and 
such, no doubt, is the practice with these jewelry brokers. 
The memorandum, therefore, as will be noted, is in the 
plural, and reads: ‘These goods are sent for your inspec- 
tion,’ etc. This explains: more fully the meaning of the 
words, ‘Sale takes effect only from date of Approval of 
your selection.’ The selection evidently refers to Voll- 
man’s selection among the pieces taken for inspection or 
on consignment. Whatever meaning, however, we may 
give to these words, it is clear that at the time Vollman 
took the diamond and signed the memorandum, no title 
passed to him, and no title passed out of Green to anybody 
thereafter until Green had acted on Vollman’s selection, 
and given a bill of sale. Parol evidence, therefore of- 
fered on behalf of the defendants in this case was prop- 
erly excluded.” 
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M\anufacturers Declare Their Position 


Leading Eastern Firms Sign Announcement That They Are Definitely 
Against Supporting the Proposed Jewelry Institute of America 


PROVIDENCE, R. I., Dec. 8.—Leading jewelry manu- 
facturers of the country, including most of the outstand- 
ing firms of New England, have taken a definite stand 
against supporting the proposed Jewelry Institute of 
America by signing and circulating a statement which un- 
equivocally expresses their views on the subject. The 
statement which already bears the signatures of about 
90 individuals and concerns of prominence in this neigh- 
borhood may also be circulated in New York and Newark 
among the manufacturers there. ‘The statement signed 
reads as follows: 

“We believe that our friends the wholesale and 
retail jewelers throughout the United States are 
entitled to know our position with respect to the 
proposed “Jewelry Institute of America.” We, 
the undersigned manufacturers, do not favor the 
establishment of that Institute nor any other, so 
called, trade organization sponsored by interests 
outside our trade. This should not be construed 
as in any way opposing closer association of the 
three branches of the industry. On the contrary, 
we believe much good can be accomplished by such 


contact and welcome it at all times.” 


Among the first signatures that were attached to it 


are those of the following: 


Wm, C. Greene Co. 

General Chain Co. 

B. A. Ballou & Co., Inc. 

Harvey Clap & Co. 

Bliss Bros. Co. 

Baer & Wilde Co. 

Le Stage Mfg. Co. 

J. H. Peckham & Sons, Inc. 

O. M. Draper Corp. 

The White Mfg. Co. 

Silverman Bros. 

Arnold & Steere Co. 

R. F. Simmons Co. 

Walter E. Hayward Co. 

Bates & Bacon 

D. F. Briggs Co. 

C. A. Marsh & Co. 

Smith & Crosby 

C. O. Sweet & Son Co. 

Electric Chain Co. 

J. M. Fisher Co. 

Cheever, Tweedy & Co. 

FE. I. Franklin & Co. 

Mandalian Mfg. Co. 

J. J. Sommer Co. 

T. G. Frothingham & Co., 
Inc. 

Bugbee & Niles Co. 

Armbrust Chain Co. 

Automatic Gold Chain Co. 

Speidel Chain Co. 
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Speidel Bros. 

Geo. H. Cahoone Co. 

Irons & Russell Co. 

Whiting & Davis Co. 

R. Blackinton & Co. 

Excell Mfg. Co. 

Swift & Fisher 

A. L. Lindroth Co. 

G. C. Hudson & Co. 

C. Ray Randall & Co. 

H. F. Barrows Co., Inc. 

Evans Case Co. 

W. H. Bell & Co. 

The Webster Co. 

Theodore W. Foster & Bro 
Co. 

Martin-Copeland Co. 

Oscar E. Place & Sons Co 

Kestenman Bros. Mfg. Co. 

S. B. Champlin Co. 

A. & Z. Chain Co. 

Thomas S. Poole 

Dolan & Bullock 

Williams & Anderson Co. 

A. B. Mfg. Co. 

Harvey & Otis 

Reliance Mfg. Co. 

R. L. Griffith & Son Co. 

Dunn Bros. 

S. & B. Lederer Co. 

Saacke, Schmidt & Co. 
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Jules P. Goldstein Co. 
Marathon Co. 
Fillkwik Co. 

S. O. Bigney Co. 
McRea & Keeler Co. 
Clark & Coombs Co. 
Sammartino Bros. Co. 


R. & G. Co. 


J. J. White Mfg. Co. 
Finberg Mfg. Co. 
W. E. Richards Co. 
F. H. Sadler Co. 
Chas. Thomae & Son 
Thomae Co. 
Watson Co. 
Waite-Thresher Corp. 
Moore Bros. Louis Stern Co. 
Saart Bros. Co. Wachenheimer Bros. 
Hamilton & Hamilton Jr.,Potter & Buffinton Co. 
Inc. Leach & Miller Co. 





Mr. Doyle Announces Change of Plans as to 
the Proposed Jewelry Institute 


Following the announcement of the manufacturers, it 
was reported that Bartley J. Doyle, sponsor of the Jewel- 
ry Institute of Amterica had decided to withdraw his re- 
quest for endorsement of the Institute by the trade. 
Various reports to the effect that the plan had been 
dropped or would be continued in another direction, re- 
sulted in the following announcement by Mr. Doyle, Dec. 
9, published in the Jewelry Trade News of that date. 


ANNOUNCEMENT TO THE JEWELRY INDUSTRY 


Three years ago I conducted an extensive research 
into certain economic conditions and trends affecting the 
jewelry business. After careful study of the resulting 
data I presented to the industry my plan to set up The 
Jewelry Institute of America. 

That plan was comprehensive in its scope, providing 
for simultaneous activity in a number of directions which 
I felt was demanded by conditions in our industry. 

I described the plan in The Keystone and The Jewelry 
Trade News, in letters and circulars and in addresses 
to more than one hundred and fifty gatherings of the 
trade. I have traveled more than twenty thousand miles 
to meet jewelers personally and tell them about it. 

I have recommended, advocated and urged the adop- 
tion of what I felt and still feel would be an ideal plan 
of national organization along modern business lines. 

The plan has met with widespread approval and sup- 
port. Approximately 4000 retail jewelers have sub- 
scribed and paid for from 1 to 25 annual memberships 
at $10 each. 

Certain manufacturers and wholesalers have been 
quick to see the tremendous potentialities of a Jewelry 
Institute and indicated their intention to give it financial 
support. 

It was my hope to start it in operation by Jan. 1, 1931. 

However, it becomes evident that I have not succeeded 
in convincing a sufficient number of manufacturers that 
the Jewelry Institute should be set up on the scale that 
I outlined. 

Therefore, I have decided to make a radical change 
in my plans to assist members of this industry. 

Full information concerning a new conception of ser- 
vice will be included in a later announcement to be pub- 
lished in the Jewelery Trade News between now and 
Jan. 1, 1931. Sincerely, 

BarTLEY J. DOYLE. 
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New Methods Sell More Electric Clocks 


(From page 55) 


clocks are beautiful gifts and she’ll be greatly pleased, 
besides your adding an accurate time-keeping unit to 
the home.’ 

“The really important executive we have found the 
easiest one to sell. Once he grants permission to visit 
his home, the contact man calls, makes a survey of the 
period of the room and furniture, and when the lady 
of the house appears he suggests an electrical clock har- 
monizing with the decoration of the room, displaying 
the design from the catalogue. This intelligent sales 
presentation makes a favorable impression and increases 
the possibilities for further sales. 

“Frequently we encounter the problem of a fine an- 
tique clock or one of sentimental value which the owner 
will refuse to replace. We then attempt to have it mod- 
ernized with an electrical motor. This suggestion is 
usually adopted and we make a sale that would other- 
wise be lost. 

“It is interesting to know that we do not find the 
public demanding that we arrange the electrical outlet 
for connecting the clock. We formerly had a contract 
with an electrical firm who charged us $5 for each open- 
ing. When this question arises today we suggest that 
the party call their own electrician or we will arrange 
to send one. 

“There may be some jewelers who believe that in sell- 
ing electric clocks their store takes on an atmosphere 
of the electrical supply house, and that they must have 
a knowledge of the functions of electricity. This is not 
true, any more than many jewelers who sell jewelry are 
capable of sitting down and making a piece of jewelry, 
or grinding and polishing a diamond. 

“We have discontinued our clock repair department 
entirely. Formerly when we sold a key-wind clock we 
had to send a man to set up the clock. In a few days 
we would receive a message that the clock was running 
slow, which required another trip for the clock man; 
then in a week it was running too fast, with an addi- 
tional trip. Eventually the clock stopped and our clock 
man would discover that in cleaning, the clock had been 
moved. Imagine what happened to the profit on that 
clock, if it sold at retail for $15 or $20. I think the 
answer to this question regarding the repairing of elec- 
tric clocks is best answered when we say we have elimi- 
nated our clock repair department. Occasionally an 
electric clock is brought in for repair and is usually re- 
paired by one of the men in the clock department. 

“There is a tremendous market for inexpensive clocks, 
and kitchen clocks are the easiest to sell. The best 
argument that clinches sales in selling electric clocks 
is lack of winding, cleaning, oiling and the guarantee 

of accurate time within a fraction of a second, operated 
at a cost of approximately 60 cents a year. An impor- 
tant feature which makes a lasting impression, particu- 
larly on a fine mantel or hall clock is tipping it or mov- 
ing it, which does not interfere with its running. 

“Of the customers who come into the store, 50 per 
cent ask for ‘electric clocks’ and the other 50 per cent 
request a nationally known make which has been popu- 
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larized through an extensive campaign of advertising. 

“Electric clocks are featured in our display windows 
each week in an attractive manner. We have in prep- 
aration at the present time a circular illustrating some 
of our finest clocks which we will send out to a list of 
over 12,000 people.” 





Gold Cups Awarded by the Maryland Jockey 
Club at Pimlico Races 


HE four solid gold cups are among trophies recently 
made for the Maryland Jockey Club, and were used 
as prizes at the races recently held at Pimlico, Md. 
The Maryland Jockey Club is supposed to have been 
originally organized in 1745 and is said to be the oldest 
horse racing club in the country. Andrew Jackson, the 
former President of the United States, was an honorary 
member of the club and one of the treasures of the or- 
ganization is his letter that he wrote to the secretary of 
the club on Oct. 24, 1830, thanking them for making him 
an honorary member of this club. 
The gold cups shown herewith were designed and made 
by the Schofield Co., Baltimore, which specializes in 
trophies of both gold and sterling silver. 





Gold cups awarded as racing trophies 
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n cresting fees about Mikimoto Dearls 
bs / GENUINE PEARLS CULTIVATED 


WENTY-THREE years of experiment 
were spent by Mr. K. Mikimoto in de- 
veloping a perfectly spherical culture pearl. 


The pearl divers at Tatoku are sun-tanned 
young women from 18 to 35 years of age. 
Women are preferred for this work because 
they are able to work under water longer. 


Oysters are four years old before the culture 
operation is performed. Then six years of 
care by the diving girls must follow before a 
sizable pearl can be expected. 


Approximately one-fifth of the oysters treated 
die. One-fifth do not produce pearls. Of the 
producers, only 5% yield first-grade pearls. 


Seventeen patents have been granted to Mr. 
Mikimoto for details in producing pearls and 
for hatching and caring for the “spat,” or 
young pearl oysters. 


The pearl culture farms of Mikimoto which 
are eight in number, cover an area of 40,380 
acres. Over one thousand people are employed 
and more than eighty buildings house the vari- 
ous operations. 


Mikimoto Pearls are excellent merchandise 
and sell profitably. 


K. MIKIMOTO> 


535 FIFTH AVE NEW YORK 








on the listeners. And whenever they think of these in- 
teresting tales, the thought of diamonds comes to the fore. 
Through this indirect method of interesting people in 
precious stones the sales resistance otherwise brought about 
is done away with. I don’t say that Mr. McCormack 
is a man of many years of experience who knows gems 
and their best possible artistic arrangement, and that he 
also sells them; but there is no doubt but that they go 
away with that impression. There is an instance which 
came up recently at a meeting of the Buffalo Consistory 
which has conclusively proved this to me. The chairman 
was speaking of a sterling silver cup to be presented to 
one of the members in the near future, and turning to 
me he said, “I believe that it is most fitting that one 
who is an orator, and sits in our midst, should have the 
honor of making this presentation, and I am sure that 
he will insist upon having this cup studded with dia- 
monds!” 

Although Mr. McCormack’s broadcast was perhaps the 
most sensational contribution he has made, since May 2, 
he has been delivering talks on diamonds before various 
civic and fraternal organizations in and near Buffalo. 
As a result of one of his addresses he received a letter 
from the Boy Scout Executive of Buffalo, expressing con- 
gratulations and a remark to the effect that when the 
Scout leader became wealthy, he would come into Tanke’s 
and place a “great big order.” 


[’ —_—In order to show how a campaign of this kind V] 
gathers momentum and energy as it goes along, 
Mr. McCormack says: “I have been invited by 
the President of the Museum of Natural Sciences 
| in Buffalo to join their lecture staff and have 
been requested to deliver one lecture covering 
India, one covering South Africa, and one cover- 
i. ing the famous diamonds of the world.” 2 














There is no way of telling to what extent publicity 
gained in this manner may reach. On Oct. 23 he ap- 
peared before the Lockport Kiwanis Club and during the 
course of the address happened to mention that the dia- 
mond imports during the month of August amounted to 
more than $3,000,000. The following day the local 
newspaper came out with this statement in a front page 
headline. One of the jewelers of Lockport realized what 
excellent publicity this was for the jewelers of the city 
and wrote Mr. McCormack a note of thanks. 

“Another bit of advertising,” says Mr. McCormack, 
“which came entirely unsolicited, was when I was intro- 
‘duced to the Buffalo Rotary Club by the president, before 
giving my talk. He called the luncheon meeting to order 
saying, ‘It is now 20 minutes to one, Tanke time.’ This 
little bit of advertising I value at $1,000.” 

Other organizations addressed by Mr. McCormack 
were the Buffalo Bankers Club, Rochester Kiwanis, Buf- 
falo Highland Ledge Club, Buffalo Women’s Club, 
Hamburg Chamber of Commerce, Quota Club of Buf- 
falo, Rotary Club of Buffalo and the North Park United 
Presbyterian Brotherhood. 
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Picking Profits from the Air 


(Continued from page 53) 
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An excerpt from Mr. McCormack’s address, which 
will give an idea of his treatment of the subject, follows: 


|’ ~=—Ss ‘Nearly all the diamonds mined are sent to 
London, where they are sold to cutters and dealers 
by the ‘London Diamond Syndicate,’ who abso- 
lutely control the price. There has been no 
reduction in the price of diamonds in a genera- 
tion and this covers several times of panics and 
industrial depression in the principal countries 
of the earth. y 














“Tf the demand fell off or the production exceeded the 
demand, the producers would curtail production or even 
close the mines. During the depression which we have 
just passed through, the ‘London Diamond Syndicate’ 
withheld offerings of rough diamonds, starting in No- 
vember and December, 1929. They have continued to 
stabilize prices and even force them up on the finer quali- 
ties by offering poorer assortments ; that is, including more 
of the poorer qualities and fewer of the finer qualities in 
each lot. The cutters in Amsterdam and Antwerp co- 
operated by reducing the production of cut diamonds 50 
per cent during this period, working their plants only 
three days a week. These two factors have put the dia- 
mond market on a still stronger foundation than it has 
been for a long time, keeping the production of diamonds 
far below the possible consumption. As a result the 
prices today on fine quality large blue white perfect dia- 
monds are firm and high and the goods really scarce. 

“When a cutter wishes to purchase rough diamonds, 
an appointment has to be made for a ‘sight,’ which means 
an assortment of rough—usually in five qualities—few of 
the fine and increasing quantities of the poorer qualities. 
The buyer must take them all as laid out and pay the 
price demanded or leave them. He must dispose of the 
poorer qualities as best he can and the prices obtained for 
them determine the cost of the finer qualities. This ex- 
plains in part the high cost of gem quality diamonds, as 
nature produces so few which are perfect-and of fine color 
and so many with some defect. The diamonds are sent 
to Amsterdam, Antwerp or New York for cutting, some 
30,000 men being employed in Europe.” 





Conditions in the Jewelry, Watch and Clock 
Business of Stuttgart, Germany 


WasHINGTON, D. C., Dec. 5.—Unofficial reports re- 
ceived here state that the volume of business during the 
last quarter at Stuttgart, Germany, has ranged from poor 
to moderate. Exports have decreased slightly. The de- 
mand for the better grade of jewelry has decreased as far 
as the domestic demand is concerned and, though the 
demand for the cheaper grades has followed suit, it has not 
decreased as perceptibly. 

The report states further that the slump in the watch 
and clock industry during the second quarter of the year 
continued through the month of July. During August, 
however, conditions took a turn for the better. 
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details showing just how this saving shall be accomplished.” 

The Old Veteran then reminded Patty that at least 
half his expenses were more or less fixed and could not be 
changed from month to month. So together they worked 
out the following lists: 











“~ 
(¢ Expenses to be Expenses not to be 
Budgeted Monthly Budgeted Monthly 
Salaries Rent 
Advertising Insurance 
Supplies Taxes | 
Donations Wrapping and Delivering | 
Miscellaneous Light and Heat 
Freight and Express 
Interest | 
Fixture Depreciation | 
Bad Debts J 
=~ 


The expenses on the second list, they agreed, were gov- 
erned more by the general policy of the firm than by any 
decision that might be made from day to day. 

In the jewelry business, the Old Veteran remarked, 
the salary item naturally amounts to a larger percentage 
than in many other lines. However, he had noticed that 
whenever a store’s salary expense exceeded 50 per cent 
of its gross margin there was practically no chance of 
making a profit no matter how well managed that store 
might be in other: respects. 

For instance, in a store maintaining a gross margin of 
42 per cent, the extreme salary limit would be 21 per 
cent. In fact, no worthwhile profit could be made on 
such a margin if salaries, including the proprietor’s, of 
course, exceeded about 17.5 per cent. 

Lower selling expense, he went on to say, seldom re- 
sults from paying lower salaries. It comes rather from 
higher wages being paid to more efficient employees, whose 
efforts are organized and directed with greater skill and 
energy on the part of the proprietor. 

“The advertising budget seems more simple to plan,” 
said Patty. “You see here (Fig. 2) I have figured what 
percentage each month’s business was to the year’s busi- 
ness. Then I estimated what percentage of the total ad- 
vertising each month should carry, following in a general 
way the percentages in the sales column. 

“I believe in a fairly even flow of advertising during 
the year. Of course December is the big month: But 
people buy then, not entirely in response to that month’s 
spasmodic advertising, but more because of the good wi!l 
created by the whole year’s publicity. 

“Without a budget I’ll confess a good deal of my ad- 
vertising has been placed hit-or-miss, depending on how I 
slept the night before or how business was the Saturday 
previous. My budget will prevent such erratic spending.” 

“Now, Don,” the Old Veteran interrupted, “before 
you go any farther on this budget, I hope you don’t 
mind listening to an old man’s peculiar notions about 
expenses.” 

Don Patty nodded. The Old Veteran’s ideas were 
always worth close attention. 
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Weed ‘Em and Reap 


(From page 71) 


99 


‘to hold goods. 


“You call expenses the weeds in your garden of profit. 
Right! You say expenses eat up profit. Right! Yet 
at the same time every item of expense contributes its bit 
toward making those profits. 

“The acid test, therefore, of any expense is 
whether or not it produces more profit than it con- 
sumes. ‘[here’s your budget yardstick. 

“Expenses are not something to be hated or neglected. 
They are the life blood of any store, the motive power 
that keeps it going. Choke the expenses, strangle the 
business. 

“There’s more to the expense problem than simply 
slashing. ‘True, expenses are usually too high. Equally 
true it is that some of them may be so low they produce 
less than they consume. It’s economy to spend more in 
such cases.”’ 

Patty shook his head. “The desirability of raising ex- 
penses is rather odd, isn’t it?” 

“Not if it raises results. For instance, well, take these 
showcases. Good cases once, eh? They’re still just as 
strong and hold as much goods as ever. 

“But the duty of a showcase is to sell goods as well as 
When these showcases were new and 
fresh they were an asset to the business. As time goes 
on their tops get scratched, their bases become marred, 
their style and newness fade. They gradually cease to 
be an asset and become a liability. ; - : 

‘Now, Don, if you’re smart enough to tell just when 
that change occurs you'll increase your profits by spending 
money on showcases. Good showcases produce more than 
they consume; worn out ones do the opposite. 

“Think a minute. The whole structure of business is 
founded on the idea of making money by spending it. 
~ 

“Thus you see, carrying your metaphor far- 
ther, the roots of your expense weeds are 
entwined round the roots of your profit plants. 
Hoe your expenses too deep and you kill your 
profits entirely. Trim expenses down—but not 
Ll. out.” y 

















Cincinnati Retail Jewelers Cooperation 
Campaign for More Business 


CINCINNATI, Dec. 5.—A drive for the business which 
they know is possible to obtain is being made by members 
of the Retail Jewelers Association of this city. The drive 
consists of cooperative advertising, which plan was de- 
cided upon at the last meeting of the association. It is 
the first. time in the history of local retail jewelers that 
they have banded together in such a common cause. 

The cooperative plan of advertising was carried 
through the evening newspapers and was somewhat cur- 
tailed this year because of limited funds. If it proves as 
successful as some think it should, the same plan will be 
adopted on a much larger scale the next time. The co- 
operative move, however, did not mean that the jewelers 
could not advertise individually, which some did. 
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“1931 America Forward March” 
(From page 51) 


of our entire year’s output of manufactured products was 
less than five billion dollars, as contrasted with last year’s 
output value of close to 70 billions of dollars worth. 
With the coming of every depression in our history, 
we find a recurrence of the same state of mind—a wide- 
spread belief that industrial and business America had 
reached the economic jumping off place. Whereas the 
facts recorded by the moving finger of time, are that 
every depression has been a time to take breath and take 
stock, to consolidate past gains and wipe out present in- 
efficiencies, and that after every one of these unpleasant 
periods, American business has surged forward to make 
new records of accomplishment. In proof of which con- 
sider the fact that American business, measured in annual 
volume has never in its history, retrogressed when con- 
sidered in five-year periods. Even those years which 
contained the lows of our most severe depressions excelled, 
in every case, the annual record of five years preceding. 


Business Has BEEN BEATING A STRATEGIC RETREAT 


Was of any magnitude 


are not won by a constant and unbroken succession of 
victories. Retreats sometimes save the day from defeat. 

For the past year or more, American business has 
been executing a strategic retreat. No other maneuver 
was possible in the face of an overwhelming horde of 
frozen consumer-pocketbooks, suddenly congealed by the 
stock market crash. One cannot successfully assault such 
an ice-barrier; it must be given time to thaw. 

On the whole, the retreat of business and industry 
has been an orderly one. There has been no helter- 
skelter stampede of wage and price cutting such as have 
characterized other depressions. Prices have come down, 
it is true, as part of the process of thawing out the frozen 
pocketbooks, but in many cases this has been compensated 
for by the efficiency gains in production which have fol- 
lowed the most rigorous self-examination that industry 
has experienced in many years. The executive question 
mark has been put intensively to work in our industrial 
plants and factories, with the result that hitherto unseen 
wastes have been eliminated and overhead costs materially 
reduced. Industry as a whole, in spite of its reduced 
volumes, is on a higher efficiency plane than it has ever 
been before. 

The strategic retreat was inevitable, under the existing 
circumstances, but it has continued long enough. Our 
normal measure of prosperity cannot be won back until 
the about face is executed and the forward march begins. 


How Mucu Buyinc Power Have WE Lost? 


Wren business and industry 


are forced to retreat, the casualty lists of unemployment 
lengthen. Men out of work have a minimum of con- 
suming power, and those still employed, whose hours 
have been shortened suffer a decrease in total earnings 
though their wage rates may remain undiminished. How 
much have unemployment and curtailed operations cost 
us in buying power? 

We have no means of knowing exactly how many men 
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of the season and the hope that 
the pear 1931 will bring 
the gift of all good 
things 
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and women are out of work, but government estimates 
put the total at three and one-half million. During nor- 
mal “good times” we have an average of approximately 
one million. We can estimate that two and one-half 
million represents the increase in unemployed due to this 
depression. With due respect to the unfortunate excep- 
tions, one may say with truth that the bulk of this in- 
crease in the ranks of the idle comes from the lower 
stratas of capability and skill. ‘The more desirable are 
retained because they are harder to replace. 


The average normal earning power of those totally out 
of work probably did not exceed $25 per week, many of 
them being casual and seasonal workers. Civic and pri- 
vate philanthropic movements are well under way which 
will provide a large number of these unemployed with 
at least a nominal earning power. But assuming that 
their state of unemployment has extended a full 10 
months, the loss in wages of the two and a half millions 
amounts to two billion, eight hundred million dollars in 
round numbers. A big figure, but not in comparison with 
the ninety billion dollars which represents our normal 
annual total of 1929 buying and selling. 


It is more difficult to approximate the loss of buying 
power which has been due to curtailed industrial opera- 
tions. The panic of 1920 was followed by severe un- 
employment, extending over a period of more than 16 
months of curtailed productivity. Yet the average 
shrinkage in volume of productivity for the sixteen months 
following the break in September, 1920, as recorded for 
64 various manufactured products, was but 23 per cent 
under the record of the eight booming months of activity 
which preceded the break. When the records are avail- 
able, in the case of our present depression, we shall prob- 
ably find that manufacturing volumes, over the depression 
period, have not averaged more than 25 per cent below 
the average for 1929. On this basis, assuming the total 
wages paid have shrunk in like proportion, industry’s 
short-time operations, during the past year will have 
cost us an additional two and six-tenths billions. Some 
of this has already been accounted for under the loss of 
wages of the totally unemployed, but we will let it stand 
for good measure. 


Assuming that the misfortunes of the American farmer 
have cost him from a quarter to a third of his total crop 
values, we find an additional shrinkage of three billion 
dollars. Thus far, our total of diminished buying power 
amounts to eight billion, four hundred million dollars. 
We cannot increase this on account of diminished divi- 
dends, since the total dividends paid by American cor- 
porations during the first eleven months of 1930, exceeded 
those paid in 1929 by a quarter of a billion dollars. We 
must, however, take account of the decreased income and 
profits of industry, the professions and of retail business. 
Three billion dollars is an outside figure for this loss, 
and our final total becomes eleven billion, four hundred 
million. 

So our normal purchasing power of ninety billion 
dollars has shrunk, during the depression, to approxi- 
mately seventy-eight billion; a fifteen per cent decrease. 
But while our total dollars have been shrinking, the in- 
dividual dollar has been getting bigger. The dollar of 
today, due to price declines, will do fifteen cents more 
business than the dollar of a year ago. In other words, 
our depleted stake is capable of maintaining as large a 
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The lure of jade is 
universal. Its subtle 
beauty makes it as 
popular in this coun- 
try as in the East. It 
is the choice of the 
discriminating always. 


The retail jeweler can 
stock and sell fine 
jade with satisfaction 
and profit. It will give 
him prestige and build 
up a most desirable 
clientele. 


Let us Supply you with 
the fine jade your cus- 
tomers want. 
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Ready to Fill Your Late Orders 


Those last-minute requirements—no matter how dif- 
ficult they are, you can meet them from our fine stock. 


For Your Call !! 


“Our merchandise, sold by you to your clientele, 
builds a foundation for your establishment.” 


Emerald Cut 


Fancies 
Marquise 


Baguettes 
The House of Quality and Value 


MARCUS FELDMAN 


1501 Broadway, Paramount Bldg., New York 


CHickering 4-6690 








The Gift To Her Fiance 
THE STAR SAPPHIRE RING 


GEMS OF FASCINATION 


The bestowal of a gift upon her betrothed by the fiancée is a charming 
custom that breathes the romantic spirit of the engagement period. The Star 
Sapphire Ring is suggested as being a particularly suitable gift for this occasion. 


An extensive line of Star Sapphire rings for 
men and women, also cuff links and dress sets. 


Louis N. Marx 
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volume of business now as our ninety billions did a year 
ago. Actually, despite our setbacks, we have more buy- 
‘ing power than we have ever had. America has the 
wherewithal at this very moment, to maintain a volume 
of business and a rate of employment equal to 1929, at 
the present price levels. 


Wuat, THEN, ARE WE WaitinG For? 


F America has the 
buying power necessary to put us back on a level of 
normal operations, what, then, are we waiting for? In 
answering this question, we must distinguish between 
power to buy and will to buy. It is the frozen pocket- 
book that is holding us back. Most of our authorities 
agree that the state of mind is much more responsible for 
present conditions than is the state of money. 

The responsibility for revivifying the American will 
to buy does not rest upon the consumer. He is a buyer, 
not a seller. We cannot win prosperity back by passing 
the hat to the public with an appeal to “buy more.” 

The obligation of thawing out the frozen pocketbooks 
and thus bringing the upturn, rests squarely upon the 
shoulders of organized business and industry. It is not 
a buying job, it is a selling job. 

Never yet has there been a resistance sufficiently great 
as to withstand a properly directed force of sufficient 
magnitude. This law of natural science applies truthfully 
to selling. Those who have made practical application of 
it in their own businesses are not suffering from the de- 
pression. 

Are you shaping the force of your selling to meet the 
present-day buying apathy? Are you advertising more 
extensively and intelligently than ever before? Are you 
utilizing, to the fullest degree, all of the effective ave- 
nues of sales promotion that lead to the pocketbooks of 
your possible customers? Or have you curtailed your 
sales efforts and expenditures with the expectation of 
withholding your drive until prosperity is “just around 
the corner?” 

There is one call that prosperity always heeds, and 
that is the clarion call of superior salesmanship—a ser- 
viceable product, sold in a better way. 

“When will business pick up?” When you and I pick 
it up. Not before. Prosperity is the result of individual 
as well as collective push. ‘Those who sit back and wait 
for it to come are not likely to recognize it when it arrives. 

“By what signs will you be able to foresee the coming 
of the upturn?” For your business and for all business, 
the upturn will be in sight when you realize the truth 
that American consuming power is still intact, and know- 
ing this, resolve to intensify your sales effort to the point 
that will tap it. 

In your own business and in all lines of business and 
industry, there are those who have already realized this 
truth, and. for whom, in consequence, the depression is 
now past history. 





Albert R. Erskine is vice-president of George T. Brod- 
nax, Inc., Memphis, Tenn., and not E. P. Peacock as re- 
cently reported. Mr. Peacock is a director. 
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The Mode Demands 


GENUINE ANTIQUE JEWELRY 





















































The return of picturesque dress to fashionable favor makes the 
handling of antique jewelry a prime necessity. 


How much more in the spirit of the reborn past is genuine 
antique jewelry—expertly collected and displayed by Leo Elwyn 
& Co. 


Your customers will enjoy the fascination of matching their new 
frocks with jewelry of another century. 


Let us supply you with the finest work of bygone craftsmen. 


We also carry a complete line of smart modern creations, in 14k gold, set with 
genuine semi-precious stones. 


Bracelets, Necklaces, Earrings, Brooches, Rings, Pendants, Chains 


LEO ELWYN & CO., INC. 


23 WEST 55th STREET NEW YORK 
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Our quality and service are measured with 
your needs and desires. 


CARL M. HUCK 


Suite 1522 


58 East Washington St. 


CHICAGO 


os 

-.¢ 

oe. ©, 4%, 
e%e%e 4% 


El the CREATING 
é|o¢ DIAMOND ~ 
rd 











and compare our records 
and not with 1928-1929. 





























































Diamond Market Firm 





Little Change in Conditions During Past Month 
But Better Feeling Prevails 


AMSTERDAM, Nov. 22.—Business in this market is 
about the same as it was during the previous months but 
a little bit better. Although there is a constant series of 
visitors from abroad, the resulting sales have been so few 
that the market has not been affected. Often the visitors 
here feel that they can make low offers for goods, but 
practically none of these is accepted and no business re- 
sults. Under the circumstances, it is conceivable many 
of our leading manufacturers will not offer their goods 
for sale at all, as they would much rather wait for better 
times and get a profit. 

Already there are signs that the worst of the crisis is 
over, and with the agreements that have been signed by 
the great producers of diamonds and the arrangements 
with the South African government in regard to cutting 
and the selling of the Namaqualand stones, the industry 
is getting ready to get back to normal conditions. 

Things have been a little bit better in industrial dia- 
monds than in gem stones. There has been a stimulus to 
the market by the visits of a number of prominent con- 
cerns. 





ANTWERP, Nov. 23.—Conditions in the diamond trade 
here are not flourishing, but there is a much better feel- 
ing among the bigger dealers and cutters as they realize 
the worst is over, particularly in the American trade and 
that the diamond market has withstood the shock of busi- 
ness depression as that of no other industry. The fact 
that the Syndicate is in absolute control of prices, that the 
South African government will sell its goods on a parity 
with the “Big Four,” and particularly that the South 
African cutters will get no real concession in prices in 
future, has produced a hopefulness and satisfaction that 
has not been heretofore apparent. 

The opinion expressed to the correspondent indicates 
that the cutters of Antwerp, Amsterdam and New York 
have now nothing to fear as regards competition from 
South African cutters. 

The diamond industry has always been interested in 
the personnel of the American Consul General, for he 
plays a part in the commerce of the industry with its 
greatest customers. When G. W. Messersmith, former 
Consul General, left Antwerp, he was tendered one of 
the most elaborate banquets ever accorded a public man 
in this city, and tokens of appreciation and good will 
were manifest on every side. Members of the diamond 
industry were at the head and front of the affair. At 
first there were doubts and misgivings as to who would be 
his successor, but these were dissipated at the appointment 
of Marion Letcher, who, for eight years, was Consul 
General at Copenhagen. Mr. Letcher has already made 
himself well known and respected by his courtesy, kindli- 
ness and ability to cooperate with the industry. 

It was with infinite regret that the diamond trade 
throughout the world learned of the sudden death of Max 
Goldmuntz, senior partner in the firm of Goldmuntz 
Freres, of this city and New York. Mr. Goldmuntz was 

(Turn to page 109) 
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a man of rare attainments and a most likable personality. 
He was but 52 years of age, and the fact that an accident 
removed him from the industry in his prime made it all 
the more regrettable. He held a place among his friends 
and business associates that few can fill. 





Paris, Nov. 20.—Business here has not improved and 
remains about the same as when last reported. The con- 
ditions have been made worse by the financial difficulties 
of several big concerns, particularly in the gem business 
and pearl business, which caused a nervousness throughout 
the market that has not helped the trade to any extent. 

In order to alleviate the present condition, the Jewelers 
Association has taken measures in connection with some 
prominent authorities of the market to establish a mora- 
torium in the pearl and diamond trade for a period of 
three years. This is intended to relieve many firms of 
meeting their immediate and most pressing obligations. 
On the other hand, on the manufacturers’ side, it was 
decided to temporarily close the cutting works in order to 
check over production. The mills that are still at work 
have offered their men a lower scale of wages in order to 
be able to compete with the diamond cutters in the Ant- 
werp market where wages are lower because of the 
cheaper standard of living in Belgium as well as because 
of the competition of many of the small factories scattered 
outside of Belgium’s big city. 





Lonpon, Nov. 22.—Diamond sales here are still mark- 
ing time, although there is a much better feeling through- 
out the trade. West End jewelers have not done much 
business and this eventually has reacted on the manufac- 
turers and diamond dealers. For a while there was some 
discouragement as to the approaching Christmas business. 
The feeling, however, is much better now. The jewelry 
business of the East End of London, on the other hand, 
where a cheaper class of merchandise is sold, has been 
better and has been steadily gaining. 

As far as the diamond market itself is concerned, most 
of our dealers feel much better than they have for 
some time past. One satisfactory feature in the dia- 
mond situation is the spirit of cooperation now governing 
the production and sale of diamonds by the “Big Four” 
of South Africa and the Union government. Before re- 
turning to South Africa from Europe, where he had been 
conferring with diamond men at the various cutting cen- 
ters, A. P. J. Fourie, Mines Minister in South Africa, 
disclosed the fact that agreements between the big pro- 
ducers themselves and between the “Big Four” and the 
Diamond Syndicate had been effected, and that the air 
has been cleared considerably as a result. 

The principal effect of these agreements is that the 
amount in value of diamonds produced for sale will be 
limited proportionately among the four principal pro- 
ducers and will be disposed of only through the London 
Diamond Syndicate. The Union government, while not 
an actual party to the new agreement with the Syndicate, 
intends, it is understood, to charge South African cutters 
prices that will conform to those prevalent in London, 
thereby eliminating any undue advantage to the South 
African cutting industry. This will also apply to the 
quality of assortments shown. Sales of its diamonds, 


(Turn to page 139) 
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Through two cen- 
turies marking the 
standard quality of 
fine watches. 


THE WATCH OF 
SUPREME QUALITY 


Imported Exclusively by 


HENRY FREUND & BRO. 


20 West 47th St. 
New York 
















Announcing 






informing you that MR. ROBERT L. RODD is now repre- 


It is with great pleasure that we take this opportunity of ‘ 
senting us in the Metropolitan district and in the near - 


future will call on you with our new line of watch cases. q 










It is needless to state that we are following the policies of 
the late B. GOLDSMID, and we assure you of our aim 
and desire to please you so that your patronage may re- 
main in trust with us. 


B. GOLDSMID COMPANY 


MANUFACTURERS OF 
HIGH GRADE GOLD WATCH CASES 


64 FULTON STREET, NEW YORK 
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FOOTBALL 
CHARMS 


MR. JEWELER 


Increase your profit without adding 





to your stock. 


Your local school or college is a 






very likely prospect right now. 

























4 4 





We will send an assortment of samples 


at prices that will assure you the order. 


Don’t overlook the possibilities. The 
time is here and we are ready to assist 


you. 


THE ROBBINS COMPANY 


Attleboro, Mass. 



















Ring Design 
No. 82,243 


THE STRONGEST SENTIMENT 
THAT EVER ATTRACTED 
A JEWELER’S PROFIT 


NATIONALLY ADVERTISED 


Diamond-Heart Ring 


Unique designs and quality construction are 
back of Diamond-Heart Wedding rings. 
Made in Platinum and 18K White Gold, 
full diamond set, or partly set; also 
may be had carved without dia- 
monds. Write for an interest- 
ing catalogue and prices. 






Sole Manufacturers 
of the D-H Ring 
U. S. Patent 
Des. No. 70,209 


THE DIAMOND-HEART CO. 


MAKERS OF JEWELRY SINCE 1907 


62 W. 47th Street New York City 









This Tag is 
Your Protection 
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AKEN from just a few of the 
thousands of letters received by 
Wallace Silversmiths in response to 
the Wallace Saturday night radio 
broadcasts, the excerpts printed here 
will indicate to you the tremendous 
public good-will that Wallace radio 
and magazine advertising is building 
for you. 

Wallace Silversmiths have com- 
pleted plans to continue piling up 
this good-will for you during 1931. 
Never before has there been such 
a multitude of enthusiasm for Wal- 
lace Sterling, Plate and Pewter— 
never before such opportunities for 
you to turn your stock of Wallace 
products—at a profit. 


= oe oe tT 8 Ss 


Detroit, Mich. 


Having heard your wonderful progams of music, thought I would write 
for some of your booklets and catalog. I want to hear more about your 
silverware, so please let me know prices and all... . 


—_——._ 
Lynn, Mass. 
I listened with delightful interest to your program and also to the brief 
talk on “Reflection” silver and now would be grateful if you would send 
me a pamphlet showing this design. .. . 


a. 
' Chicago, II. 
I heard the splendid program you gave Saturday night and would like 
your booklet. I am in the market for some silverware for my daughter’s 
Christmas present so will keep your firm in mind... . 


_——__._ 
Narberth, Pa. 


Enjoy your programs immensely. Next time I am in the city shall take 
time to look at the Wallace patterns. Am sure they must be lovely and 
that I shall buy a set.... 


= ee, 
Watertown, Mass. 
Your radio program was very interesting on Saturday night. I would 
be very pleased to receive one of your booklets described over the air. 
At the present time I am planning to purchase a chest of silver for our 
new home... . 


—_—_ 
Ithaca, N. Y. 
We like your programs over the air very much. We might write some 
very elaborate words saying so, but you must have too many letters coming 
in every day to wish to read more than you have to; so “splendid,” says 
it all for all my family... . 
——— 
New York City. 
Have enjoyed your radio programs and intend to tune in every Saturday 
while the Wallace Silversmiths are on. They are very entertaining. .. . 


~~. 
Thomasville, Georgia. 
I have been an interested and delighted listener to your radio programs. ... 


R. WALLACE & SONS MFG. CO. 
Silversmiths — Wallingford, Conn. 


Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware 


and trophies in Silver Plate; Early American and De Luxe Pewter 


NEW YORK CHICAGO 


111 Fifth Ave. 


MEMBERS OF THE 


10 So. Wabash Ave. 


STERLING 


Founded in 1835 


SAN FRANCISCO 
140 Geary St. 


PHILADELPHIA 
1204 Chestnut St. 
AMERICA 


SitLtvereMaurns Curptno or 











Modern silverware display at Milwaukee Art Insti- 
tute. It was arranged by four prominent retail 
jewelers and proved to be excellent publicity 


Building Interest in Silverware 


How Four Retailers Set a Table for Public Inspection 


An exhibition of modern 


silverware, sponsored by four prominent Milwaukee 
jewelers, was displayed at the Milwaukee Art Institute 
recently. 

Though no direct effort was made from a merchandis- 
ing standpoint, the display created widespread attention 
among the groups who attend the Milwaukee Art Insti- 
tute exhibitions, and proved a splendid example of some of 
the notable contemporary industrial art that is available 
in the city. 

The four jewelry firms cooperating in the display in- 
cluded Bunde & Upmeyer, Louis Esser Co., Rank & 
Motteram and William Schwanke, each of whom had 
various national firms send a number of pieces on con- 
signment. ‘These were assembled at the Art Institute, 
which paid for the insurance while the dealers took care 
of the express to and from the Institute. 

The display featured a formal dinner service of modern 
silver and pewterware. The dinner service shown was 
produced in this country and was exceptionally fine in 
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design, with little ornamentation. A. G. Pelican, director 
of the Milwaukee Art Institute, in his monthly bulletin, 
explained that in practically all of the Industrial Arts, 
design is improving steadily and that with the labor saving 
mechanization and production it has become possible to 
make many articles available for a large number of people 
at a minimum cost. 

Jewelers cooperating in the event stated that they be- 
lieve the plan will react to their benefit in an indirect way. 
It is pointed out that many persons will go to see an 
exhibit at an Art Institute who would not come into a 
jewelry store to see it, and they point out that if jewelers 
help to foster good taste in these matters it will be bene- 
ficial to the industry as a whole. 

The Milwaukee Art Institute and the Junior League 
of Milwaukee, in line with its program of bringing in- 
teresting collections of art to the city, sponsored also a 
showing of the world famous Brainard-Lemon silver col- 
lection. The collection is composed of rare old English 


hall-marked silver and Sheffield plate. 
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ENON 


GEM MARQUISE AND 

EMERALD CUT DIAMONDS 

UP TO FORTY CARATS— 

FINE COLORED STONES AND PEARLS 


HARRY WINSTON 
527 FIFTH AVENUE 


NEW YORK 
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FINE BRACELETS, BROOCHES, 
CLIP-PIN-BROOCH COMBINATIONS 
DIAMOND SOLITAIRES AND 
FANCY RINGS, PEARL NECKLACES 


OMIA 
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Good Will Cup Presented to Sir Thomas Lipton 


Sir Thomas Lipton, noted British sportsman, five 
times the contender for America’s Cup and five times 
defeated, received on Dec. 4 the Good Will Cup suggested 
by Will Rogers as a gift. It was a symbol of admiration. 

The presentation took place in the Aldermanic cham- 
bers at City Hall, New York, and was accompanied by 


Gold Cup Mounted on Sterling Silver Base Which Was 
Purchased with One Dollar Subscriptions 


many words of praise by Mayor Walker. ‘The cup was 
purchased with $1 subscriptions from every part of the 
country. 

The cup is of simple lines with two handles and a 
cover. It is made of 18 karat gold and stands on a base 
of sterling silver. The silver was contributed by a mining 
concern in Utah. The cup is 18 inches high and is fin- 
ished in a dull burnished color. 

The cover of the cup is surmounted by a shell-like 
finial set in a collar of shamrock leaves. At the outer 
edge of the cover is a rope border and the inscription: 
“This symbol of a voluntary outpouring of love, admira- 
tion and esteem is presented to the gamest loser in the 
world of sport.” 

Beneath this in a band around the upper part of the 
cup is the inscription “In the name of the hundreds of 
thousands of Americans and well wishers of Sir Thomas 
Johnston Lipton, Bart. K.C.V.O.” 

On the front of the cup beneath a rope border is an 
escutcheon in bold relief bearing in delicate detail a model 
of The America’s Cup. This model is superimposed upon 
the enamelled shield of the United States of America and 
has at the left and right enamelled shields bearing the 
devices of the Royal Ulster Yacht Club and the private 
signal of Sir Thomas Lipton. 
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Repoussé Sterling Silver 


Tea and Dinner Ware 
Flatware to Match 


Per Doz. 
Individual Salad Forks $18.00 
Orange Spoons 18.00 
Oyster Forks 15.00 
Coffee Spoons 8.00 
Butter Spreaders 20.00 


Subject to Trade Discount 
Send for Price Lists 


Reproductions of Quality Our Specialty 


The SCHOFIELD COMPANY 


JOSEPH D. LITTLE, Manager 


Charles At Pleasant Streets 
BALTIMORE 


Established 1871 
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10,000 


manufacturers 
invite you 


WICE a year—in the City of Leipzig, 

Germany—the outstanding industrial 
fairs of the world are held. To these fairs 
come 10,000 exhibitors and 200,000 buy- 
ers from every important country of the 
world. 


Among these exhibitors there are 800 
firms showing the newest developments in 
precious metals, jewelry, clocks, watches, 
arts and crafts; motion picture, optical, 
medical and scientific goods. 


This is an invitation to you to visit the 
Leipzig Spring Fair of 1931—\to be held 
from March first to seventh. The fact that 
such a trip will prove profitable to you is 
attested by the fact that 95 per cent of the 
American buyers who once visit Leipzig, 
repeat their visits. You can shop all the 
markets of Europe and Asia in one week’s 
time! You need to cover Leipzig to know 
that you know what the world offers in 
your lines. 

Every convenience is provided for your 
trip—both en route and while in Leipzig. 
Use the coupon below to secure more de- 
tailed information. Kindly indicate which 
lines interest you most. 


LEIPZIG TRADE FAIRS 


For 700 years the world’s greatest markets 
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LEIPZIG TRADE FAIR, INC. 
11 West 42nd St., New York City 
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: Which is more 


suitable for Jewelry? 


The permanent, natural white metal 
PALLADIUM 
| or 


The artificial temporarily white alloy 


WHITE GOLD? 


Palladium alloyed with other platinum metals 


or 


White Gold which is Yellow Gold “dyed” white 
by means of zinc, nickel, copper or other base 


metals 
a) 


8 
Palladium with working qualities like its sister 
metal Platinum : 

or 


White Gold—brittle and hard to work, hard on 
tools and hard to set without damage to stones 


=) 


Palladium with a lustrous permanent white color 
enhancing the appearance of stones set in it 


or 


White Gold, tarnishing to brown or other tones 
and dulling the beauty of stones 


» 


Palladium, a new metal for jewelry on a present 
price level with 18K White Gold 


or 


White Gold—originally created as a War-time 
substitute for platinum—forced on the market? 
Now, even without its former slight advantage 
as to price, compared with Palladium. 





We will gladly tell you more about Palladium 
Ask for our interesting little booklet 








The 


AMERICAN PLATINUM WORKS 
N. J. R. R. Avenue at Oliver Street 
s NEWARK, N. J. * 









































“Cashing In” on a “Rubber” Check 
(From page 73) 


check. Heaven only knows what might happen!” The 
jeweler grinned a happy response and once more secured 
the ring from the vault and gave it to his customer. 

Smith took the ring, saying that he would have the 
engraving on it done later, shook hands with Baldwin 
and left the store laughing at what he called his “tom- 
foolery.” The jeweler congratulated himself on not 
being so hasty as to call in the police when the check 
came back. 

About 20 minutes later Baldwin was called to the 
telephone. 

It was Joseph Brighton, an old friend of Baldwin’s 
who was in the furniture business, having a store three 
blocks away. After a few casual remarks as to business 
conditions and other such exhilarating subjects, Brighton 
said something that puzzled Baldwin not a little. 

“T have just finished accommodating your friend, Mr. 
Smith,” came the voice over the wire. 

“Accommodating my friend, Mr. Smith,’ queried 
Baldwin. “Why, what do you mean?” 

“What do I mean? Ye gods! You don’t mean to 
tell me you don’t know him?” ‘The perspiration began 
to rise on Baldwin’s face as his friend continued. 

“A rather well dressed man came in here about 10 
minutes ago and introduced himself as a Mr. A. P. 
Smith. He said he was a friend of yours and that the 
banks being closed, he had stopped in to ask you to cash 
his check. Then he told me that after he had made out 
the check, you didn’t have enough money to cash it, so 
you endorsed it and sent him to me. Naturally, your 
signature satisfied any doubt that I had, and I gave him 
the money. Why man, he even seemed surprised that 
you hadn’t phoned me about it to say that he was okay.” 

“Holy smoke!” gasped Baldwin, as he flopped into a 
chair beside his desk. “Fifteen hundred dollars! ‘This 
is one little adventure I’ll keep'a secret. The police will 
never hear about it. I sure did swallow that one whole 
—hook, line and sinker!” 





Wiggers & Froelick Go Out of Business 
Wiggers & Froelick, Inc., 8 Catherine St., New York, 


manufacturers of jewelry trays and sample cases since 
1863, was dissolved as of Dec. 1, 1930. Albert Wiggers, 
president of the concern, said that he had brought the 
business to an end in order to enjoy a much-needed rest. 
He leaves for Florida early in January. 

The concern was first established at 60 Nassau St., 
by Mr. Wigger’s father, Albert Wiggers, and soon after 
Mr. Froelick joined him in partnership. In 1905 the 
firm moved to 80 Maiden Lane, soon after going to 8 
Dutch St. Following a fire in 1919 the business was 
moved to its recent address. After the death of the 
founder of the concern in 1906, and of Mr. Froelick in 
1907, the firm was incorporated with Mr. Wiggers as 
president. 

Mr. Wiggers, who is a member of the 24 Karat Club 
of New York, has many friends in the jewelry trade. 
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Make 


Immediate 
Sales with 


Basketball Trophies 


Right now is the time to jump in and 


corner the basketball trophy market in 
your vicinity. School, college, play- 


ground 


tournaments are just getting under 
way and the time is ripe for immediate 
basketball trophy sales. This business 
is highly profitable—be sure to get 
your share. 





and industrial basketball 





In addition to the three handsome 
Sheets-Rockford basketball trophies 
shown here, there are a whole host of 
others for this and other winter sports. 
The Sheets “sports etching” service, 
described in detail in our catalog, per- 
mits a wide variety of selections with- 
out overstocking. Use the handy cou- 
pon below to get complete information. 


SHEETS 


ROCKFORD 


SILVERPLATE 


SHEETS-ROCKFORD SILVER CO. 
1008 MULBERRY STREET ROCKFORD, ILLINOIS 


Hurry your trophy catalog to me, along with information 
about immediate Trophy sales possibilities. 
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WEDDING RINGS 





GUARANTEED 
PLATINUM 


CHANNEL RING 
BLANKS—FINELY FINISHED— 
INCLUDING SETTING OF 
ANY NUMBER OF 
DIAMONDS 


$11.50 


CHANNEL 


vW 


ALSO A COMPLETE ASSORT- 
MENT OF FLEXIBLE AND 
OTHER FANCY SHAPED 

BLANKS. 


FLEXIBLE 
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| Graduation 
)Ring for the 


New Year 


In Green, and White Gold 
All Colored Stones, with 1931 
Encrusted in Gold 
@ *24- Doz. Net 


Stock ready for immediate de- 
livery. Wire your orders. 


Stones exchanged for later 
years at 25c. each. 


Setzer Bros. 


MANUFACTURING JEWELERS AND IMPORTERS 
80 NASSAU STREET, NEW YORK 
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RECENT INCREASED FACILI- 
TIES ENABLES US TO PRO- 
DUCE WEDDING RINGS OF 
PERFECT WORKMANSHIP— 

BAGUETTE FINE FINISH AT LOW 

AND TUBE 

PRICES 


WwW 


10% IRIDIUM WE MAKE THE RING TO FIT 
PLATINUM BLANKS 
SLIGHTLY THE DIAMONDS 


ADDITIONAL 
SEND US THE STONES 


WwW 








STANDARD WEDDING BAND CO., Inc. 


71 NASSAU STREET NEW YORK 
TELEPHONE COrtlandt 7-6419 














IMMEDIATE SERVICE 
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Thank You, Mr. Zeller! 


The complimentary remarks in your 
letter of Nov. 27th, 1930—are greatly 
appreciated, and we take the liberty of 
quoting it here: 


“Permit me to say—no longer do we 
have to: think of the ‘American Maga- 
zine’ as the only ‘INSPIRATIONAL’ 
publication on the market. Your new 
JEWELERS’ CIRCULAR is going to go a long 
way in bringing jewelers, who will read 
and think, out of that attitude of ‘Let 


999 


Nature take its course’. 
W. D. W. ZELLER, 
J. S. Lewis & Co., 
Ogden, Utah. 


It is the praise of leaders, such as your- 
self, that spurs us on to still greater effort 
in making the JEWELERS’ CircuLar one of 
the greatest business magazines of the pres- 
ent day. 
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Top—Egyptian Glass of the 
XVIII and XX Dynasty in the 
Carnavon Collection 


Bottom—Reman Glass from 

the Ist Century B. C. to the 

5th Century A. D. in the 
Greau Collection 
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Courtesy Metropolitan Museum of Art 


ing | hroughout the Ages 


A Lost Art for Many Centuries, It Has Reached Its Highest 


Pinnacle of Perfection in This Country 


By SAMUEL HAWKES* 


L espins the antiquity 
of the industry, no glass has ever been made as fine as 
that which has been made in America in the past 30 years. 
The old glassmakers, at times, made wonderful pieces, 
but their lack of the instruments of modern science made 
their results uncertain. 

For example, the old artisan in glass used wood as fuel 
and his control of heat was not uniform; sometimes his 
fires were too hot, often not hot enough. Now in the 
case of clear crystal too great a heat burns out the color, 
whereas, insufficient heat does not burn it out enough, 
and he was often unable to hold his fires to just the desired 
temperature to produce clear crystal. Then, too, he was 
unable to tell if his ingredients for glassmaking were pure. 

The modern glassmaker, on the other hand, has the ad- 
vantage of the pyrometer, an instrument for the exact 
measurement of heat, and of the regenerative gas-producer 





*Epitor’s Note—The author of this article comes of a family of glass- 
makers, who have been prominent in the industry in this country as their 
ancestors were in the glass industry of Ireland, many generations ago. 
He is the president of T. G. Hawkes & Co., Corning, N. Y., and has 
devoted years in studying glassware of all ages and all kinds. This brief 
reference to the antiquity of glassware is but the first of a number of 
_ on the subject that we hope to publish later from Mr. Hawkes’ 
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furnace (a furnace which converts coal into gas, and the 
gas is used as the actual fuel for melting). This has made 
control of heat definite. Also, the present-day chemist 
analyzes his ingredients to determine their purity before 
using them. 

So we can quite easily understand how modern science 
with one sweep of the hand can brush aside the secrets and 
traditions of an art which is directly traceable back more 
than 4500 years, and which will doubtless, through the re- 
search of our archeologists, soon attain a much greater 
antiquity. 

The art of glassmaking is antedated only by such arts 
as pottery making, weaving, and the working of the native 
free metals. 

In 1838, Wendell Phillips delivered his famous essay on 
“The Lost Arts,” and used glass as his favored topic, and 
this lecture was so popular at that time that it was repeated 
over 2000 times. We will quote him partially as follows: 

“Today I will take the mere subject of glass. This 
material Pliny says was discovered by accident.” (See 
Pliny the Elder in his “Historia Naturalis.” ) 

“In that part of Syria which adjoins Judza, there 
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BAVARIA 
TIRSCHENREUTH 





PLACE PLATES and SHORT LINES 


Bohemian Crystal 
COMPLETE ASSORTMENT ON HAND FOR IMMEDIATE DELIVERY 


105-107 Fifth Avenue PAU], A, STRAUB & CO. New York 








(At Eighteenth Street) 





ICIC ICICI ICCC 
IWICICICICIc 





POSS a tg ogo ooo oo oo ooo ooo 96262525: T=: c coco 








W. very much appreciate the courtesies 

our many friends have extended to us during 

the past, and convey to them our most hearty 
wishes for 


A Happy and Prosperous 
Pew Pear 


THE PAIRPOINT CORPORATION 
NEW BEDFORD, MASS. 
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exists near to the promontory of Mount Carmel a swampy 
place called Cendevia. At this point we find the mouth 
of the river Belus, which is situated about five thousand 
steps frem the colony called Ptolemais. Its holy water, 


made further sacred by divine ceremonies, courses deep 





Early American Glass of the XVIII Century. The Salt 
Cellar is an Example of Steigel Glass. Both are now 
on exhibition in the Metropolitan Museum of Art. 


and muddy toward the sea. But at the time of low water 
there is laid bare a narrow strip of sand beach, not more 
than five hundred steps in length. At this place it is said 
that a vessel loaded with saltpeter stranded, and for 
lack of rocks the crew, who had landed safely, used chunks 
of saltpeter to support their kettles while preparing their 
meal. After the fire had gone down, they discovered 
underneath the fireplace, a noble, shining semi-fluid sub- 
stance which was the origin of glass.” 

Wendell Phillips then proceeds to tell us many fanciful 
tales of wonderful pieces of glass possessing qualities en- 
tirely unknown at the present time. He refers to the cele- 
brated vase of Genoa Cathedral which was supposed to be 
a solid emerald, and that it was one of the treasures that 
the Queen of Sheba gave to King Solomon, but when 
Napoleon finally removed it to France, and gave it to the 
Institute, the scholars reluctantly said, “It is not a stone; 
we hardy know what it is”’—but the inference is that it 
was glass. 

The lecturer further related a story of the age of Ti- 
berius, about a Roman who had been banished and who 
returned to Rome, bringing a wonderful cup, brilliant 
and transparent but not brittle. ‘The cup he dashed on 
the marble pavement, and it was crushed, not broken, 
by the fall. It was dented some, and with a hammer he 
easily brought it into shape again. Was it the malleable 
glass of the Arabians? And there is a story, too, of this 
Arabian glass, that it could be spun into a thread and 
woven exactly like wool. This, however, is not unusual 
today, as we remember in 1892, an American glass manu- 
facturer made a dress of crystal: fabric for a Spanish 
princess, which was exhibited at the Chicago World’s 
Fair in that year. And in modern industry, spun glass 
is used in making brushes for burnishing and for other 
Purposes, but cloth of crystal, for obvious reasons for 
dresses is hardly to be desired. 

Perhaps the most noted piece of ancient glass in 
existence today is the celebrated Portland Vase, probably 
dating about 150 A.D. It was found near Rome in the 
16th century, and was acquired by Gavin Hamilton, who 
loaned it to the British Museum in 1786, and we believe 
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GLAS C1 5st your table 





C S 
New etchings, new designs of rich creative art- 
istry are among the contributions of Heisey 
craftsmen to the world of fine glassware. The 
brilliant etching shown here is No. 448 on No. 
3390 stemware. You can display this line with 


full confidence that your customers will ap- 
preciate it as high quality giftware. 


A. H. HEISEY & CO., Newark, Ohio 





Rot 





Pepper shaker and open salt dish in the 
reproduction of Rock Crystal Waterford 


cutting. 


Manufactured, Imported and Stocked by 


F. PAVEL & CO. 


Own Glassworks: 15 W. 37th St. Telephone : 
Bor-Haida : ss is A . Wisconsin 
Czechoslovakia NEW ¥ ORK, N. y ° 7-879) 


Send for Our Latest Illustrated Leaflets 








Representative 


New York MARY RYAN Chicago 
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} Serene popular specialties, reason- 

ably priced. Sheer in texture, rich 
in color, graceful in shape. One bot- 
tle and six glasses to a set. Beautiful, 
gleaming platinum decorations that 
stay bright . . . applied in 
a technique known only to 
master craftsmen in Old 
Morgantown shops. Display 
a few of these fine sets 
and you will profit from 
the immediate recognition 
of their worth. Write for 
prices. 
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1-9051 2-905! 


1012-9051 









~ 


No. 1-9051 in Ritz Blue or Black, with Crystal 
stopper and bright Platinum decoration No. 12. 


Nc. 102-9051 in Ritz Blue or Black with 
Crystal stopper and Platinum decoration 
| “Sparta.” Or in Rose, Green, Ritz Blue or 


3 i - = Black without decoration. 

Sees a - | No. 2-9051 in Ritz Blue or 
She Last Word in 
C0) OL) Sie) D4 RS 


Black, with bright platinum deco- 
ration No. 12. Or in Rose, Green 
Peacock Optic, Ritz Blue or 
Black plain, without decoration. 


MORGANTOWN 
GLASS WORKS 


MORGANTOWN, W. VA. 


Our representatives cover the country 











17 Dey St. 22 CORTLANDT ST. 


50 BROADWAY EST. 1863 


Gladstone Bags 
Suit Cases 


Wardrobe Trunks 
Traveling Bags 
Dresser Sets 


Ladies Hand Bags 


Umbrellas 
Brief Cases 


line. 











QUALITY LUGGAGE 


102 Nassau St. 


GIFTS IN LEATHER 


Fitted Cases and Bags from........ 


Week End and Overnight Cases... 
Pullman Wardrobe Cases.......... 


Card Cases and Wallets........... 


The same discount of 25% allowed to the Jewelry 
Trade on Commercial Goods applies to our regular 







LUGGAGE 
for the 
JEWELRY 

TRADE 


NEW YORK 

















$ 7.50 to $350.00 

12.50 to 125.00 

10.00 to 150.00 

5.00 to 60.00 THE TWO STACK CASE 
10.00 to 125.00 Russet leather—6” deep inside 
20.00 to 250.00 A Complete Line Always in Stock 

7.50 to 75.00 Our special order department is equipped to manufac- 

5.00 to 75.00 ture all kinds of Luggage in a minimum of time. 

1.00 t 35.00 

3.00 4 35.00 Regulation Telescope Sample Cases in stock; 5 

‘ ‘ inches to 15 inches deep inside. Drop front. Black 
3.50 to 35.00 Cowhide and Black Fibre in stock. 
3.50 to 60.00 








Booket sent on request 
CROUCH & FITZGERALD 
CORPORATION 
345 Fifth Ave. New York 





























it still remains the property of the Dukes of Portland ——— 
In 1929 it was offered at auction in London, but no bids 
were acceptable, the highest being $138,000. This vase 
is done in cameo and is 9% inches high. It has become 
widely known through the copies of it made by Josiah 
Wedgwood which have been reproduced in commercial 
pottery. 














Let us also take ‘“Murrhina,” mentioned by many an- 
cient writers, but Pliny’s version will be of interest. It 
was a fabled glass appearing in Rome in the first century 





















Pickard 
Gold China 








makes 
All gold rose and daisy . 
aa Sum ue aa $4.50 ea. list Treasured Gifts 
8 eee 5.00 ea. list 
Hdle. Olive ...... 4.50 ea. list 
Salt & Pepper.... 2.00 pr. list 


A bon bon on 


p | .. KA R D the table, a vase 


on the mantel— 


Incorporated give just the 

4853 needed note of 

Ravenswood Ave., brilliance to a 
Chicago, Ill. room. 























Our new folder PICKARD GOLD CHINA is now available. 


An example of modern fine engraved art glass 





B. C., and even then it was a lost art. He says that the 
Orient was the home of “Murrhina,” especially Parthia 
and Carmania on the Persian Gulf, where it was solidi- 
fied by heat underground. It had a strange and alluring 
odor and it flavored the wine placed within it. The Con- 
sul Annius was so fond of his ““Murrhina’”’ cup that he 
gnawed the edge. The Consul Petronius broke his cher- 
ished “Murrhina” worth 300 talents ($330,000) so that 
it would not fall into the hands of Nero. The scene is 
dramatically described in Henry Sienkiewicz’s great novel, 
“Quo Vadis,” which was translated in 1896 by Jeremiah 
Curtin. 








Pliny further states that Nero became so incensed at 
the loss of the treasured ‘““Murrhina” of Petronius that 
he finally found and paid 300 talents for a similar piece, 
which he forthwith placed on exhibition. 








sit ’ ee es ee ae ee ara 





Death of Oliver M. Artes 


EvANSVILLE, INp., Dec. 1.—Oliver Morton Artes, 
49 years old, son of Charles F. Artes, one of the pioneer 


Leather Photograph Frames 
MINENTLY appropriate for gift and decora- 
tive uses are these exquisite photograph 




















retail jewelers in Evansville, died recently at the home frames in Hand Gold Tooled Leather. Special 
of his mother-in-law, Mrs. W. P. Keeney, at 1128 South- frames fitted to any photograph or supplied to 
east First Street here, following an illness of several your measure. 
weeks. . Florentine Leather, Morocco or Crushed Calf in 
Mr. Artes, who was a brother of Charles F. and Wil- pastel shades. Gold tooling in a variety of rich de- 
liam Artes, local retail jewelers, was born in Evansville signs or worked a from ee sketches. Write us 
in 1881 and attended the public schools here. He had SOND 00 SEEAD, COANOD: SOTO D 
made his home in Chicago for the last 20 years, during FLORENTINE CRAF I CO. 
which time he was connected with the Keystone Watch 54 West 21st Street, New York, N. Y. 
Case Co. - 
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| TIMERS. 





ELGIN-HAMILTON-WALTHAM 
- ILLINOIS-HOWARD 


NAOLEY STURDY CLAP-WADS WORTH 
WATCH ATTACHMENT ge 


$7 NEW HAVEN-WESTINGHOUSE ee 
SYNCHRONOUS ELECTRIC CLOCKS 


‘1015 CHESTNUT STREET 


PHILADELPHIA ~ ~ ~ PA. 









CLOCKS 








FL Dappp am 


Prosperous 


[det Cear 


to our many friends 
and customers in the 
Jewelry Trades 


_ 


J. W. Johnson 


ILVERWARE 
INCE 1869 


14 Maiden Lane 1 W. 47th St. 
NEW YORK 











Mr. Retail Jeweler— 
If you need 


Electric Clocks 

Chime Clocks 

Westclox (all styles) 

Ingersoll Watches 

Brook’s (Helbros Swiss) Watches 
Community Silver 

Pewter Hollowware 

Gold and Filled Jewelry 

W. & D. Mesh Bags 

DuPont Toilet accessories 
Leather billfolds 

Leather (hand and underarm) Bags 


Franklin Pens (asst. color barrels) 


Supplies for your Repair Department. You 
will need us. We make prompt deliveries. 


JOS. B. BECHTEL & CO., INC. 
Philadelphia 


729 Sansom St., 
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“Say: my watch 
looks just as good 
as those other 
ones now. | think 
V'll take one of 
’em after all.” 





ATTACH PROFITS WITH 
WATCH ATTACHMENTS 





_ I help you, sir?” 

“I should say you can! My wife has been after me 
for weeks to get rid of this thingum-a-jig that holds this 
watch on my wrist and to get something that’s in ‘style,’ 
but whatever is the matter with this one is more than I 
can see.” 

The salesman smiled appreciatively. At once he re- 
alized that he had a talkative customer, and answered 
accordingly. “I can certainly sympathize with you, sir, 
for I’m no longer footloose and fancy free myself— 
but “ 

“But what ? If you can show me one good reason 
why I should throw this perfectly good bracelet away and 
get a new one—mind you, now, I said only one good 
reason—why, then, I’ll buy a half a dozen of ’em.” 

“Done! Now, first, why do you think your wife 
wanted you to get a new watch attachment? Perhaps 
you’ve just moved into a new apartment or have finished 
doing over the old one. When this happens, it usually 
starts with a new set of curtains and ends up with suite 
after suite of furniture. Her mind is working in terms 
of new things, more attractive and later modes. And 
this she passes on to you as a suggestion to get a new 
watch bracelet. 

“That wasn’t no suggestion, Mister—that was a com- 
mand! But you’ve told me why my wife wants me to 
buy a new bracelet. That really has nothing to do with 
me.” 
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“All right, let me ask you one question. That is an 
excellent watch you are wearing. Tell me, does it keep 
good time?” 


“Excellent. I'll tell you right now, you can’t sell me 
another watch.” 


“I promise you I won’t try. But just look at these. 
They are made by the same people who made your watch, 
but they look a little bit different, don’t you think?” 


“Well, I gotta admit it. They are kinda snappy. But 
doggone it, man, you don’t expect me to buy a new 
wrist watch every year just because these watches im- 
prove a little in style. I can’t afford that.” 


“t 
hat’s where | come in 
Just let me have that watch for a moment.” 


The salesman took the watch, and in a few seconds 
had attached a handsome white and green gold bracelet 
which fitted snugly around the case, giving it that mas- 
culine solidarity and massive quality which every man 
desires, from his pipe to. his ring. 

“Gee!—it don’t look like my old watch at all. Say, 
my watch looks just as good as those other ones now. 
You know, I think I’ll take one of ’em, after all. They 
are kinda nice. And, another thing: You’ve got them 
for women, too, haven’t you? Because I think one of 
those bracelets would go well with that watch I bought 
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ALSO 


Illinois 


AND 


LGIN 


Anericar Made Waltham 
Wise welitees 





ORDERS SHIPPED FROM 

OUR STOCK SAME DAY 

AS RECEIVED DURING 
HOLIDAY SEASON 


M. LEVITZ & CO. 


ALBANY, N. Y. 





LEVITZ BLDG. 







































TheNew Different 
Wrist Walch Strop 


Made of beautifully 
tanned calfhide— 
genuine ostrich— 
alligator — lizard or 
snake skin. The end 
of this strap is made 
in one piece that ab- 
solutely cannot split 
or fray. The absence 
of all stitching makes 
the NO-SPLIT an 
exceedingly durable 
and beautiful strap. 
Now being used by 
Illinois, and other 
famous watches. { 





LOW 
PRICE 


This new idea, NO. 
SPLIT watch strap 
will retail at $1.50 to 
$2.00. A special in- 
troductory price is 
quoted to jewelers 
who act quickly and 
take advantage of 
this really wonderful 
strap by rushing 
- —_ a either 
irect to the manu- 

Guaranteed facturer, A. Sauer 


The NO-SPLIT is guaranteed to ” 

wear and retain its beautiful new — “ Glenn Bldg., 

appearance tor ONE FULL, YEAR. G & 4 Sts., 
© en ap is abso- incinnati, or to 

lutely guaranteed against split- ; Me 

ting. The NO-SPLIT must satisty. their local jobbers. 


PATENT 
BENDING 













A. SAUER & CO. cincinnati, OH10. 











Rings You Will Be Proud to Sell 
ALL PROFIT 


NO STOCK TO CARRY 


Carry one initial ring as sample. 
Electros Free 


2 DIAMONDS 4/100 each 
Green or White Gold 


Same Price 


To Retail Order on five days’ memo, 

25.00 when you have a sale in 
No. 6517 sight. Orders filled same 
With larger day received. 


Diamonds : 
$35.00 All emblems and initials 
$29.50 list encrusted on ruby and 
Neo. 6183 onyx on hand at all times 


Without 
Diamonds in every finger size. 


Retall $15.00 















Display Emblem Cards for 
your window in original col- 
ors free upon request 


OLD RINGS MADE NEW 


We repair and rebuild any ring, also en- 
crust any initial or emblem on any stone, 
or furnish new stones in all sizes and shapes. 


Try Us. 





Prices Reasonable. Prompt Service. 





6746—$21.00 List 
HEAVY SHANK 


Genuine one piece, three color, double 
head cameo. Belais white gold (also 
in green gold) 6746—$21.00 List. 


Next size larger stone, $2.00 additional 
BUFFALO JEWELRY CO. 


“The Mail Order Housetothe Jewelry Trade” 
501 Washington St. Buffalo, N. Y. 





Exact Size 

















are the world’s leaders for quality, reliability, 
and mechanical precision. 
Our assortments include many styles and de- 


signs priced to meet popular demand, and, at 
the same time, allow a generous dealer mark-up. 


Twenty-five years of earnest cooperation with 
the trade enables us to furnish you with excel- 
lent merchandise and efficient service. 





ON 


I. Tannenbaum Co. 


Formerly of 121 Canal St. 
42 W. 48th St. 

















New York 























smh. @oer vows 


i oe 








for my wife last Christmas. You remember the one, 
don’t you?” 

“Surely I remember it, and I have just the right attach- 
ment to go with it, too. And, speaking of Christmas, don’t 
forget that our gift department has a line of distinctive 
presents which I am sure will be something a little bit 
different from the ordinary. Stop in and look them over 
some time.” 

“T’ll do that—and thanks a lot for this here jigger. 
The more I see of it the more [ like it.” 

“Thank you, sir. Good day.” 


Garnet, the January Gem 
(From page 83) 

(c) Almandite or iron aluminum garnets probably 
are often sold as Oriental garnet, Ceylon ruby, 
Adelaide ruby, etc. 

(d) Spessartite or manganese-aluminium garnet, fine 
specimens of which have been found at Had- 
dam, Conn.; Amelia Court House, Va.; Bethel, 
Me., and Salem, N. C. 

In the “iron” group, we have andradite, a calcium 
iron garnet which includes topazolite (yellowish variety), 
demantoid (grass green variety) and melanite (a black 
variety). ‘hese garnets have been found at Franklin, 
N. J.; Magnet Cove, Ark., and Henderson, N. C. 

In the “calcium chromium” class we have uvarovite, 
emerald green in color showing small crystals. It is not 
a common variety but is of great beauty and very rare. 
In the United States it has been found at New Idria, Cal. 

The grossularite garnets, according to Dr. Edward 
Henry Kraus, have a specific gravity of from 3.4 to 3.7, 
a hardness of 7!4 and in color run from white and yellow 
to cinnamon brown and rose red. The pyrope garnets 
have a specific gravity of about 3.7, a hardness of 714 to 
7% and run in color from deep red to almost black. 
The almandite garnet has a specific gravity of from 3.9 
to 4.2, a hardness of 714 and run in shades from deep 
red to brownish red or black, while the spessartite has a 
specific gravity of 4.0 to 4.3, a hardness of 714 and whose 
hues run from brownish to hyacinth red. 

In the andradite garnet, which has a hardness of 6-614, 
the composition varies greatly, its color may be brownish 
red, brown, black or the various shades of yellow and 
green. Demantoid is grass green and melanite is black. 

Pyrope and almandite furnish most of the garnets used 
as gems. Almandite and andradite are common garnet. 

Mention should be made of the rhodolite garnet, a 
beautiful rose pink gem found in the Cowee Valley, 
N. C., which is said to be composed or two parts pyrope 
garnet and one part almandite. This has a specific grav- 
ity of 3.83. 

Garnets have been found all over the world. Nearly 
every State in the Union has produced garnets, but some 
beautiful specimens of pyrope gems have been found in 
Arizona, Colorado, Utah, New Mexico and North Caro- 
lina. Many of these have been sold as “Arizona rubies” 
or “Colorado rubies.” 

The greater mass of garnets found are of use only for 
commercial purposes. Small garnets are sometimes used 
as jewels in watches of a cheaper grade and also in meters 
and scientific apparatus. We produce about 8000 tons of 
Zarnet annually for abrasive purposes. 
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THE 
EMBLEM SEASON 
e is HERE 


We specialize in the manu- 
facture of fine MASONIC 
JEWELS and EMBLEMS 
for every FRATERNAL 





SOCIETY 
ALL SPORTS EMBLEMS 
IN SEASON 
We carry all of the above 
in stock 


Order from us and _  “*receive 
com mae HIGH CLASS MERCHANDISE 
- JEWEL AND PROMPT SERVICE 


ORDER OF 
§) EASTERN 

ZA) STAR, CROWN 

AND SCEPTRE 
PINS 





WENDELL & COMBANY 


Two Up-to-date Factories 


CHICAGO NEW YORK 
618 W. Jackson Blvd. 36 West 25th Street 








Discriminating 
Women 
Prefer 










WATCHES with 
individuality and 
smartness in their beauty 
of design. Women are searching 
for and are always captivated by the 

enthusiastic loveliness of the Platinum, 
Diamond Baguette Watches. 


May we show our complete line together with some 
startlingly beautiful 


BRACELETS, BROOCHES and RINGS 


Quotations promptly given. 


REINER & BERKOW, INC. 
44 West 48th St. New York 


Telephone: Bryant 9259 


Chicago Office 
Ernest E. Strauss 31 No. State St. 
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TO GET NEW TRADE! 


Send for our new 1931 catalog 
of standard store fixtures. 


F. C. JORGESON & COMPANY 
159-167 No. Racine Ave., Chicago, Ill. 











EW FIXTURES always bring 
new customers. A new dress 

for the store interior puts new life 
into business. 48 years’ experience 
serving the jewelry trade has proven 
itto us. Send for our enlarged 1931 
Catalog of Standard Display Fixtures, 
just off the press. Contains many fix- 
ture suggestions and display ideas 
that will be of help to you. Before 
remodelling, ask our advice, save 


money, and get better results! 





Chicago 














MESH BAGS, LEATHER BAGS 
BEAD BAGS, FANCY BAGS 


HINGES, TASSELS, MIRRORS, FRAMES, LININGS, 
SNAPS, ETC. 


> PLATING < 


GOLD—SILVER—PLATINUM 
CHROMIUM 
Baby Shoes Metalized 
Operating one of the largest shops in the middle west. 
Specializing in repairing and plating of jewelry, silver- 
ware, bags and art metalware enables us to guarantee 
the immediate and perfect execution of your work. A 
quarter century of successful experience aided by the 
latest complete mechanical equipment assures low cost, 
dependable service and your entire satisfaction with 
each job. 


> SILVERWARE € 


REPAIRED, POLISHED, PLATED, LACQUERED 


SWARTZ & CO. 


THE SILVERSMITHS BLDG. 
10 S$. WABASH AVE., CHICAGO 





iam i) An Xmas Suggestion 


Painting Lodge and Fraternal Emblems 
on watch dials by a special process. 


* Write for Sample. 
5. FINISHED, 
“1 DIALS RES 
RADIUM 
¥ Dials Guaranteed Against Tarnishing 


_There is still time to clean up your 
watch stock for Christmas. 





Write for Price List 


P. J. BRETVOGEL 


15 Maiden Lane New York City 





























Largest Paid Circulation 





according to the 
Audit Bureau of Circulation 


indicates full appreciation of the 
contents and the Editorial Policy 
of The Jewelers’ Circular—the 
great national monthly merchan- 
dising authority of the trade. 
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In the Merchandise Market 


An Attractive Catalog 


Louis Sickles, wholesaler, 10-15 Chestnut St., Philadelphia, 
has issued a catalog of unusual merit. It is the first one he 
has ever presented to the trade. Bound in flexible covers, it 
contains 80 pages and is artistically illustrated. Watches are 
featured. 


Fiske Factors, Inc., Appointed Exclusive Metro- 
politan Distributors of Poole Electric Clocks 


R. A. Simonds, general sales manager of Poole Mfg. Co., 
has just announced Fiske Factors, Inc., 315 Fourth Ave., New 
York, as exclusive distributors of Poole electric clocks in the 
Metropolitan district of New York. 


H. A. Osgood & Son Announce “Amorita” Line 
of Diamond Rings and Jewelry 


H. A. Osgood & Son, wholesale jewelers of New York City, 
with offices in Chicago, Boston and Lewiston, Me., announce a 
new line of diamond rings and jewelry to be advertised under 
the name “Amorita.” 

“Amorita” diamonds and jewelry will be marketed by Robert 
C. Barnstone, Inc., division of H. A. Osgood & Son. A new 
office has now been opened at 35 E. Wacker Drive, Chicago. 
For more than half a century the concern has confined its 
efforts entirely to American watches. 


New Office of J. R. Wood & Sons, Inc. 


J. R. Wood & Sons, Inc., have established a new office 
located in its plant at 1325 Atlantic Ave., Brooklyn. It was es- 
tablished so that the concern could give newer and fresher mer- 
chandise and better service to jewelers all over the country. It 
is the main shipping point of the firm, and all orders are shipped 
from it. 

The new office was not established, however, to replace the 
Chicago and the New York offices. These offices are still open 
with a complete stock and are shipping points for an emergency 
and rush orders. V. M. Feltus, who was formerly the manager 
of the Chicago office, is in charge of the new office, and Mr. 
W. C. Berry is now in charge at Chicago. 


A New Business Producer for the Jeweler 


The jewelry business has lagged in keeping abreast with 
modern times because it seemed difficult to find anything that 
was front-page news in popular demand and that would fit 
naturally into the jewelry store. To fill this need, the C & E 
Marshall Co., Chicago, has produced a combination of two 
of the most popular and fastest selling items on the market 
today, the electric clock and the compact radio. 

This item fits naturally into the jewelry store and is known 
as the Radiochron. 


Wins Award for Table Setting 


Miss Mae Quinn of the educational department of R. Wallace 
& Sons Mfg. Co., Wallingford, Conn., has just been awarded 
a bronze medal for achievement in table setting at the Home- 
making Center of the Grand Central Palace in New York. 
Miss Quinn represented the Wallace Silversmiths, who han- 
dled their own tables at the exhibit. In addition, there were 
tables by experts from all national magazines and organiza- 
tions. She showed the new Wallace Sterling pattern, “Re- 
flection.” 


Art in Clock Making 


Two models of the new La Salle series of Westclox have 
been given recognition by a committee consisting of some of 
the foremost art critics of the country and as a result are 
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included in the collection of the Third International Industrial 
Exhibition of Arts. 

The International Industrial Exhibit is sponsored by the 
American Federation of Arts and it opened its 1930-1931 tour 
in Boston recently. On December first the exhibit opened in 
New York, continuing until Dec. 28. 


A. Wittnauer Co. Receives Interesting Report 
on Longines Watches 


Actual figures reported from daily observations by R. F. 
Shropshire, hydrographer on the Byrd Antarctic Expedition, re- 
garding the performance of Longines timepieces at the Ant- 
arctic, establish more firmly than ever the dependability of 
Longines timepieces. 

Excerpts from Mr. Shropshire’s letter to A. Wittnauer Co., 
together with the complete report, show that the wrist chrono- 
graph had a steady rate, gaining four seconds a week for over 
nine months. 

The Agassiz chronograph had a steady rate, gaining slightly 
less than one second a week, having gained 50 seconds in one 
year. 

The small box chronometer gained 17 seconds in one year. 

The “Suburban” split-second timer was operated about 50 
times a day for almost a year before showing signs of wear. 


Spectacular Diamond Rings O’ Romance Adver- 
tising Backs Up Unusual Sales Promotion Plans 


This year, the Benj. & Edw. J. Gross Co., Inc., manufac- 
turers of diamond RINGS O’ ROMANCE, feature, in its Fall 
presentation—in addition to the regular double color page 
spread advertising in the Saturday Evening Post—the sensa- 
tional sales-creating insurance plan. 

An insurance policy is given to the ultimate purchaser of 
every diamond Ring O’ Romance, protecting her against loss, 
fire, theft, burglary and other misfortune. 

Very effective newspaper mats and window and counter dis- 
play material are provided to Rings O’ Romance distributors, 
enabling them to get the benefit of the insurance plan. 

An abundant supply of material for window and counter 
display is available to Rings O’ Romance jewelers. All of this 
display material effectively ties up with the forthcoming double 
page color spread appearing in the Dec. 6 issue of the Saturday 
Evening Post. 

Early next year, we understand, diamond Rings O’ Romance 
plan to go on the air with a nation-wide radio campaign. 


Tarnish-Resisting Containers for Silverware 


The greatest resistance the jeweler has to overcome in the 
selling of silver relates directly or indirectly to the matter of 
tarnish. Were the silver non-tarnishable or tarnish-resisting, 
there is little doubt that tremendous advances in sales could 
be made by every distributor. For there is a sentiment con- 
nected with silver that causes it to be universally desired. The 
fact that it must be continually polished retards its sales. Next 
to production of silver that will not tarnish, the jeweler and 
consumer are interested in methods of keeping silver in a way 
that it will resist tarnish and put polishing at a minimum. One 
of the greatest advances in this line has been the manufacture 
of cases and containers for silverware that are so treated 
as to prevent in great part the articles which they contain be- 
coming oxidized. The tarnish-resisting properties of these 
cases have in many instances caused an increase in the sale of 
silver, particularly flatware and hollowware. The success of 
such containers as are made by the Associated Silver Co. of 
Chicago, is due to the fact that the linings have been chemically 
treated to prevent tarnish. The chests are intended for use in 
the home and adapted for both flatware and hollowware but 
they are equally effective while containing silver in the jewel- 
er’s possession. 
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NEWARK 


» QUALITY JEWELRY 











Jewelers’ Settings and Solders 


Refiners and Smelters 


BAKER & CO., INC. 


Murray and Austin Sts. 





Wefferling, Berry, Wallraff Co., Inc. 


Makers of 


Fine Emblematic Jewelry 
Eight Rose Street 

















BARRASSO & BLASI 


THE HOUSE OF CAMEOS 
10 and 14K Cameo Jewelry 
CAMEO BROOCHES 
Sunray Crystal Pendants, Brooches, 
Rings, Earrings and_ Bracelets 
Diamond Mountings Ladies Stone Rings 
at the right price 


Sold through Wholesalers only 
31-33 Governor Street 


Newark, New Jersey 





Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 


All Sterling and Fine Silvers Rolling for the Trade 








HENRY RUFEISEN-IN¢ 


MANUFACTURERS OF 


DINGS OF/A\QUALITY 


Factory and Main Office—126-128 South Street 


Chicago Office, 31 N. State St. 





TAGS =, 
ALL COLORS 


INKLESS 
ARCH CROWN MFG. CO. 


Send for Samples 
TOOLLESS 
81 Warren St. Newark, N. J. 


Originators and Patentees 





SCHUMAN & DONCHI, Inc. 


Creators and Designers 
of Distinctive Ring Findings 
81 WARREN STREET 


GOLD and PLATINUM SOLDERS 


“CLINTON ALLOYS” 
FOR WHITE, GREEN, YELLOW GOLD 
REFINERS OF PRECIOUS METALS 


Clinton Refining Co., Inc. 
91-93 East Kinney St. 





RINGS—A Specialty with 


BLEIBERG 


336 Mulberry St. 


LOUIS 


M. ALEXANDER 
GOLD RINGS 


Tel. Mitchell 1453 50 Columbia St. 





Necklace Clasps and Novelty Jewelry 
Rondelles, Barrel-clasps, Costume Jewelry Findings 


MODERN NOVELTY CO., INC. 


126 South St. Newark, N. J. 


LUDWIG ZIMMER 


Assayer and Refiner of Precious Metals, 
Solders and Alloys 


88-90 Kinney Street 














G. B. W., INC. 


10, 14 and 18K Rings—Jobbers Only 
391 Mulberry Street Tel. Market 8320 


New York Office, 93 Nassau St. 





sTERNSE?t 


Rings and Pendants to Match 


Stern Mfg. Co., 407 Mulberry St. 
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Written Expressly 
For 
The Jewelers’ Circular 
By 
LESTER B. PRATT 











HOROLOGICAL QUESTIONNAIRE 








Four-Hundred-Dey Clock Troubles— 


I have a 400-day German clock for repairs with which I 
have had considerable trouble. I replaced the suspension 
spring and overhauled it, and, apparently, it is in very 
good condition, being a new clock. However, when it 
escapes the action is not correct as it always strikes on the 
impulse face of the receiving pallet. I do not seem able 
to correct this, although when the fork is moved with the 
finger, the locking is as heavy as it can be made. I won- 
der if you can give me some information about this type of 
clock ? 


Answer.—It is rather a difficult matter to give any 
accurate advice without making a personal examination 
of your clock; about the best we can do is to offer a few 
suggestions. We note that you have replaced the sus- 
pension spring. Possibly right here is where some of your 
trouble lies. Clocks of this type were designed to take a 
certain strength of spring and unless the new spring is 
exactly the same strength, you may have trouble. We 
always gauge the old spring with the micrometer calipers 
to obtain the exact width and thickness. The temper 
should also be about the same, although we must judge 
the temper to a great extent as it is not always possible to 
select the temper to be exactly the same as the old spring. 

The next point to consider is this: Are you sure the 
clock is in beat? You can best observe this by noting if 
it escapes the same on each side; not by moving it by 


hand, but by allowing it to run for a few moments until, 
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it settles down and then noting if it escapes at a half turn 
or three-quarters from the resting point. 

We note that when the fork is moved with the finger, 
the locking is as heavy as it can be made. This principle 
does not hold good in other escapements; why should it 
be so in an escapement of this type? Try reducing the 
locking action, then if the clock is in beat and the suspen- 
sion spring is the proper strength, you should be able to 
obtain better results. Another thing that you must ap- 
preciate is this: if the suspension spring is too strong, the 
mainspring cannot drive it as it should be driven. To 
give force to this point, select any high grade watch move- 
ment which has a close rate; remove the hairspring and 
substitute a much stronger spring, then alter the balance 
screws to bring it to time. What kind of a rate will you 
obtain? Not very good, we say. There is a definite rela- 
tion of power between the mainspring and the hairspring, 
and in your case between the mainspring and the suspen- 
sion spring, which must be retained, and we believe this 
is where our trouble lies. 


W hat should we do 


to chamfer the edges and screw hole? 


Answer.—Springs of this type in very fine 
watches are usually chamfered. Chamfering means that 
the edge of the screw hole and the edges of the spring 
are slightly beveled. The chamfered edge is usually pol- 
ished. A simple lap for this purpose may be made from 
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“GUARANTEED” 


PLATINUM 
AND 


IRIDIUM 
PLATINUM 


AT COMPETITIVE 
PRICES 


IN ALL HARDNESSES 
FOR JEWELERS 


Pa 
Immediate Shipment 
a8 


MAY WE SOLICIT 
YOUR INQUIRIES? 








15 West 47th Street 





JOHNSON MATTHEY & CO., Ine. 


Telephone Bryant 4645 





New York 





GOLDEN RULE REFINERS AND MANUFACTURERS SINCE 1912 


Rush-Orders 


Your RUSH-ORDERS sent to 
Hoover & Strong by mail, 
wire or phone will be filled as 
fast as humanly and mechani- 
cally possible. 



















All standard yellow, green, 
pink, white and many new 
special golds and gold solders 
carried in stock .. . ready for 
immediate shipment. 


Holiday trade scrap metals 
sent to Hoover & Strong for 
refining . . . will bring you the 
kind of check to make you 
pleased. 


Hoover & Strong,|nc. 


119 West Tupper Street, Buffalo, N.Y. 








Fu/] VALUE 


Pro mM pt 
PAYMENT 


Gather up your old jewelry, 
sweepings, polishings, etc., 
today, and send them in. Our 
check will be sent promptly 
and it will fully cover ALL 
the precious metal contained 
in your scrap. 


Send your scrap to 


S CO SMELTING & 
REFINING CO. 


MINNEAPOLIS, MINNESOTA 


~ 




















copper rod about three-sixteenths of an inch in diameter 
and held in a wire chuck and run true. The end of the 
rod should be turned to a 90-degree angle, then stoned 
smooth with a Scotch stone and water on the end and 
diameter. The lap may then be charged with No. 3 dia- 
mond powder by using a small, hardened steel roller. A 
small amount of the diamond powder and some oil is ap- 
plied to the lap, and while the lathe is turning slowly the 
diamond powder is forced into the surface of the copper 
lap. After charging, the lap should be cleaned with ben- 
zine and a small amount of clean oil applied to the sur- 
face. The spring may be held by any desired means; after 
chamfering the screw hole, it may be placed on a brass 
wire inserted in the screw hole. ‘The spring may also be 
cemented to a small brass plate with shellac; if the spring 
is rather light weight, this is often the best method as 
there is no risk of breakage. 

The small copper lap will allow working into any 
curves and such laps may be made in any diameter to suit 
the curves. In using No. 3 Diamond Powder on such a 
lap, the finish is practically a polish, but if a very high 
polish is desired, we may attain this by using a box-wood 
lap of the same shape and diameter and applying Vienna 
Lime and alcohol. 

When the desired finish is attained, we may remove the 
spring from the brass plate and remove the surplus shellac 
by boiling in a strong solution of lye, although a cleaner 
method would be to boil in grain alcohol. 





Grand Jury Asks Aid of Trade Associations in 
Prosecution of Misbranders of Jewelry 


Misbranding of jewelry caused the United States 
Grand Jury for the Southern District of New York to 
undertake a broad investigation at its October term. A 
number of manufacturers and also representatives of the 
National Jewelers Board of Trade, the Jewelers’ Vigi- 
lance Committee and other bodies were examined. 

The importance attributed to the matter by the Grand 
Jury is shown by a letter sent by the foreman and secre- 
tary to the trade organizations whose representatives 
were examined and to their counsel, Greenbaum, Wolff 
& Ernst. The letter was, in part, as follows: 


“We are impressed with the fact that extensive decep- 
tion of the public is being carried on by the false marking 
of gold and silver jewelry. The Federal Statute as to 
proper representation of jewelry made in part or totally 
of gold or silver is definite and clear. ‘There has been 
on the statute books of the nation for about 25 years the 
Act of June 13, 1906, Chapter 3289, Section 1-7. 


“The honest merchant as well as the consumer should 
be protected from the frauds of misleading words applied 
to jewelry, a field of merchandise which for centuries 
has carried sacred descriptive marks such as Sterling and 
Karat. We believe that the trade associations in the 
jewelry industry should cooperate with the Federal prose- 
cution arm of the Government to bring to an end the use 
of such descriptions as ‘gold top,’ ‘gold shell,’ ‘gold front’ 
and other terms which have been created to fool an un- 
suspecting public into believing that the article is other 
than a piece of merchandise made of base metal and 
merely flashed by one of the precious metals. * * *” 


The Grand Jury’s action was instantly approved by 
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Otto D. Wormser, president of the National Jewelers 
Board of Trade. The Grand Jury’s letter should be a 
good starting point for the jewelry industry to make a 
clean-up, in the opinion of Morris L. Ernst, its counsel. 


The thoroughgoing investigation undertaken by the 
Grand Jury was the result of a series of complaints al- 
leging misbranding of jewelry and the fact that when- 
ever an accused person was interrogated by the office of 
the United States District Attorney, he sought to excuse 
his act by saying that everybody is doing the same thing. 





Diamond Market Firm 
(From page 109) 


other than to its national cutters, will henceforth be made 
only through the London Syndicate. 


This removes a bone of contention that has been exer- 
cising the minds of European diamond men for some 
months past. The preference granted to South African 
cutters, according to Antwerp and Amsterdam, was re- 
flected in the prices at which the new cutting industry 
was able to obtain its rough. The disparity between Lon- 
don Syndicate prices and those charged by the Union 
government to South African cutters had been causing no 
little concern. Although this was not intentional on the 
Union government’s part, but was more the result of the 
method of handling assortments, it caused some heart- 
burning in Europe. 

“The Big Four” (De Beers, New Jagersfontein, the 
Premier [Transvaal] Diamond Mining Co., and Con- 
solidated Diamond Mines of South-West Africa) hav- 
ing effected an inter-producers’ agreement among them- 
selves, and a sales agreement with the London Syndicate, 
the position of the latter sales organization has been sub- 
stantially strengthened, especially now that the Union 
government has expressed a willingness to limit its own 
sales in proportion with the sales of the “Big Four.” 

According to Mr. Fourie, approval of the cession of 
the agreements at a later date to the Diamond Corpora- 
tion, Ltd., has been registered. 





No Ballot of Manufacturers to Be Taken as 
Authorized at Providence Mass Meeting 


PHILADELPHIA, Pa., Dec. 8.—It is now certain that 
the proposed ballot of the jewelry manufacturers on the 
subject of supporting the Jewelry Institute authorized by 
resolution at a meeting held in Providence last month, 
under the auspices of the National Wholesale Jewelry 
Trade Association. will not be conducted by the committee 
of nine which brought in this resolution, which also 
urged that a strong retail organization be perfected in 
the jewelry industry. 

Ballots for this poll of manufacturers to find out 
whether they did or did not favor the institute plan were 
in process of preparation when the announcement was 
made of the declaration of the eastern manufacturers 
against the project, and this coupled with the report that 
Mr. Doyle had changed his plans to turn over the 
Institute to the industry and was withdrawing his offer, 
caused the majority of the committee to feel that such 
a ballot now would be futile. 
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THESE 
BENCHES 
IMPROVE 
YOUR 

One, Two, Three WORK SHOP 


and Four Man and make your work 
Sizes pleasant and agreeable. 


NEAT—STRONG AND 
CONVENIENT 


‘a JEWELERS 
WORK BENCHES 


151 CHRISTIE ST., NEWARK, N. J. 
LEIMAN BROS., Inc. New York Corp. 23 Walker z 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 
Jewelers’ Supply Dealers in All Principal Cities. Foreign Export Business Solicited. 














| | | FRANCO AMERICAN 
PRECIOUS METALS CORPORATION 


REFINERS DEALERS 


PLATINUM 


and 


PLATINUM ALLOYS 


FOR THE TRADE 


General Offices: 
62 West Forty-Seventh Street, New York 
— = aa Works: Newark, N. J. 
all 






































WORKSHOP WOES € QUIEIRITIES 





= For Pure Tin 


I recently purchased what I supposed was pure tin from 


a scrap metal dealer. I made a polishing lap of this 
material; after I had spent considerable time in turning 
it up and finishing, an old watchmaker told me it was not 
pure tin but an alloy composed principally of lead. As 
I wasted a great deal of time in preparing the lap, I wish 
you would tell me of a definite test in order that I may 
guard against such costly mistakes in the future—G. B. 


Answer.—A chemical analysis will always determine 
accurately whether a metal is pure or an alloy of several 
metals. However, very few watchmakers understand 
chemistry sufficiently to make such an analysis. ‘The 





average workman can readily determine if the metal is 
pure tin by certain characteristics peculiar to the metal. 
Pure block-tin, when bent back and forth will emit a 
crackling sound which is termed “crying” in the trade. 
Try this “trick” a few times on lead, tin, white metal, 
etc., and you will soon be able to determine accurately 
which is pure tin. 


Wy Lathes Heat 


Will you please tell me why my lathe heats up when run- 
ning? I use a motor and find that after running a few 
moments, the bearing that the chuck runs in gets hot, and 
grinds, causing it to make a noise and often to stop as if it 
was dry of oil. I keep it in plenty of oil, and clean it thor- 
oughly every week. I have dressed it down with an emery 
paper, but seem to get no results. Why is this?—G. F. 


Answer.—The fact that your lathe heats while run- 
ning does not necessarily indicate that the spindle or 
bearings are defective. The use of a motor which would 
Possibly indicate a high speed has very little to do with 
the proposition either, as the writer has frequently oper- 
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ated his lathe at 2500 r.p.m. for a considerable length of 
time without unduly heating the bearings. Most lathe 
spindles are made with a 3 degree and a 45 degree angle 
on the front end of the spindle; a movable, keyed collar 
is also made with a 3 degree and a 45 degree angle and 
the spindle is also fitted with an adjusting nut to take 





up the play between the front end of the spindle and the 
collar. The trouble in your case may be that the 3 degree 
angle on either the front end of the spindle or on the 
collar is a trifle too large, which would cause the head 
to heat after running for a few moments. You cannot 
expect to correct such a defect by dressing it down with 
emery paper, as lathe spindles are ground and lapped on 
grinders especially designed for precision work. Your 
only recourse in this case would be to send the lathe head 
to the lathe manufacturers or to people who are equipped 
for such work. Also, it may be that you are using too 
heavy an oil on your lathe; clock oil or oil of about the 
same consistency should give good results if the spindle 
and bearings are in good condition. 


Sizing Chromium Finished Rings 
Please advise me on the best method for sizing chromium 
finished rings.—C. N. C. 


Answer.—To size chromium finished rings the best 
method is for you to cut the piece out necessary to size the 
ring, finish the joint flat and then place a piece of solder 
between the joint. Small amount of borax is then placed 
on the solder and heat applied. By following this meth- 
od you can often size set rings without the necessity of 
giving them a new chromium finish. The rings will often 
turn blue during this heat treatment but can usually be 
polished by using green rouge. 
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55 South Third St. 
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Payment 


to mail us your scrap 


Decide now to convert your accumulation 
of sweepings and old jewelry into ready 
cash. Our methods of assaying are accurate 
and our check will be mailed to you prompt- 


ly. Collect your old gold today and mail it to 


SMELTING & 
REFINING CO. 


Minneapolis, Minn. 














S weeps! 


Othe buy sweeps and waste 
materials ona just val- 
uation of their worth. 


3 
Assaying and refining 


are done under exact- 


; ing conditions, with 


adequate facilities 
and by technically 
trained men. 


The S.S. WHITE DENTAL MFG. CO. 


Industrial Division 


$] 152 West 42d St. New York,NY. 


Established in 1844 Member of J. B. of T. 


HAVE YOU USED OUR SOLDERS AND ALLOYS? 
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42* 43° Streets West of Broadway 
A New and Better Hotel for Times Square 


Not alone new in construction and 
equipment, but new in conception of 
service and comfort to its guests. Di- 
rected by S. Gregory Taylor, who has 
made such enviable successes of the 
Hotels Montclair and Buckingham. 


Single Rooms 
with tub ond shower 


$3,°4 and *5 


Double Rooms 


with tub and shower 


$455 and *6 


A few terraced rooms and suites, 
exceptionally large closets, on 
an attractive monthly basis. 

: 


RADIO IN EVERY ROOM 


Entrances on 42nd and 43rd Sts. 








CENTRAL UNION BUS TERMINAL 








LOCATED IN THE DIXIE HOTEL BUS CONNECTIONS FOR ALL POINTS IN THE UNITED STATES 
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HIGH GRADE 


Watch and Clock Dial Refinishing 


EUROPEAN METHOD 


DIALS OF EVERY DESCRIPTION 
REFINISHED 


Watch Dials with Raised 
Gold Figures Refinished 
Missing Figures Supplied 
Specializing in 
ANTIQUE CLOCK DIAL 
Refinishig and Painting 


All Watch and Clock Dials 
with Black or Radium 
Figures. 


All Refinishing Guaranteed 
Not to Tarnish. 


WRITE FOR PRICE LIST 


ROYAL DIAL AND REFINIS*{ING CO. 
15 PARK ROW, ROOM 626, NEW YORK, N. Y. 


NYES O.f 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 
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BUSINESS OPPORTUNITIES—Cont. 





WANTED TO BUY FOR CASH, jewelry 
store in any part of Kentucky; advise 
at once. Address “R., 4338,” care 
Jewelers’ Circular. 





DON’T SELL your stock and fixtures 
until you see us; we come to see you 
at our own expense; we will pay you 
more. B. Wolff & Co., 156 EB. 42nd St., 
New York. 


WE WILL GUARANTEE to get you 100 
cents on the dollar for your surplus 
or entire stock; full particulars on re- 
quest. B. Wolff & Co. 156 E. 42nd 
St., New York. 








CAN SELL your store, stock and fixtures 
for cash in ten days. Wire or write 
Robert E. Jones & Co., 3629 Wabash 
Ave., Cincinnati, Ohio. Jewelry auc- 
tioneers and brokers. 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, Room 603, 
Providence Bldg., Boston, Mass. 





ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it- will 
be to your advantage; rating and ref- 
erences of the highest order. Van 
Praag & Co., 545 Broadway, New York, 
established 1889. 


HAVE PAID the highest cash price 
for jewelry stores for 40 years; I 
am a positive buyer if you really 
want to sell. Isaac Rich, Room 516, 
387 Washington St., Boston, Mass. 


GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash: our direct outlet 
enables us to pay you higher prices; 
all communications strictly confidential ; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 











— 


AM LOOKING to represent in New 
York a European diamond concern with 
a better grade of merchandise on com- 
mission basis only for 1931; well known 
and in business for myself for 20 years; 
always retained a first credit; will 
make small investment with right con- 
cern. Address “F., 4775,” care Jewel- 
ers’ Circular. 


QUICK RESULTS, cash at once; we 
pay the highest prices for your en- 
tire stock or any part of it; check 
by return mail; all shipments held 
ten days; National Bank reference. 
Benjamin D. Sachs, 1210 Mallers 
Bldg., Chicago, Ill. 


A JEWELRY ESTABLISHMENT located 
in Brooklyn, New York, desires a high 
grade man to become financially inter- 
ested after January ist, 1931; must be 
a worker with the interest of the firm 
at heart; give full information in first 
letter, also amount of money you will 
invest; don’t waste your time if you 
are looking for an easy berth. Address 
“H., 4808,” care Jewelers’ Circular. 











PAY MORE; before selling 
‘ewelry or fixtures, see us; small or 
arge stock; we see you at our ex- 

‘pense and give bona fide cash offer; 
(or send surplus stock and get cash 
return mail); best references. 
Colmes Brothers, 11 Beacon St., 
Boston, Mass. 





IF YOU WISH TO RAISE MONEY 
p aerneed and surely, our dignified, ef- 
ective, personal, modernistic sales ser- 
vice for reliable jewelers will solve 
your problem; or if you wish to sell 
out, we will buy your complete jewelry 
stock and fixtures (large or small), 
and pay best cash price; all communi- 
cations treated in strict confidence. 
Write or wire, Simon Cohen, 527 White 
Building, Buffalo, N. Y. 





JEWELER, manufacturing staple, well- 
selling line, established, have some 
patents, wants partner with capital for 
expansion ; good chance for outside man, 
Address “F., 4876,” care Jewelers’ 
Circular. 


HIGHEST CASH PRICES PAID for 
your surplus stock of diamonds, 
watches and jewelry; send your 
stock to me and receive money by 
return mail; national bank refer- 
ences; all business strictly confiden- 
tial. Emil Noel, 29 E. Madison St., 
Chicago, IIl. 


DO YOU WANT TO REALIZE MORE 
for your entire stock and fixtures? 
Then sell out completely to us, get your 
cash and retire; it is the only logical 
way; you can profit from our many 
agin experience in the jewelry market 
y receiving our appraisement quickly 
and accurately; all correspondence 
kept in strictest confidence; ship your 
dead or surplus stock to us, express 
collect and realize the cash by return 
mail; remember that you are under no 
obligation to keep the check if it is 
not satisfactory; but others have been 
satisfied, so no doubt you will be, too; 
bank and trade references furnished 
upon request; wire or write today to 
have our representative call on you, 
or send in that surplus goods and re- 
ceive your cash. Gordon Bros., 333 
Washington St., Boston, Mass. 

















Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





WEBSTER-WHITCOMB lathe, also stak- 
ing tool. W. D. Pharmer, Pittsfield, 
ass. 


WANTED TO BUY, used optical equip- 
ment of every description; also your 
surplus optical merchandise. Address 
“K., 4571,” care Jewelers’ Circular. 








WATCHMAKER’S LATHE and accesso- 
ries wanted; state condition, make and 
lowest price; New York City. Address 
“O., 4814,” care Jewelers’ Circular. 


Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





DESIGNING, etching, lettering, sports 
scenes, fine line etching of portraits, 
landscapes, and ornamentation relief or 





intaglio, J. J. Kwik, 512 Franklin 
Ave., Nutley, N. J. 
GUN REPAIR WORK for the trade; 


expert shotgun, rifle, revolver and auto- 
matic pistol repair work; send for 
wholesale gun and ammunition cat- 
alogue. A. F. Stoeger, Inc., 509 Fifth 
Ave., New York. 





FOR GOOD WORKMANSHIP and prompt 
service, send your special order work, 
repairing and diamond setting to Quast 
& Olsen, 5 S. Wabash Ave., Chicago, 

Ill., manufacturers of platinum and gold 

jewelry, Send for our 1931 catalogue. 


Co Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 


FOR RENT, FURNISHED OFFICE in- 
cluding safes, suitable for jobber, dia- 
mond or watch importer. Room 104, 
12 John St., New York. ; 


DESIRABLE OFFICE to sub-let; North 
light, 28th floor; $75 per month; bur- 
glar alarm and partitions gratis. Room 
2808, 580 Fifth Ave., New York. 


SMALL OFFICE, North light, two win- 
dows, suitable for diamond dealer, set- 
ter or jeweler. Mr. Beans, 15 West 
47th St., New York. 


FOR RENT, three bench seats for watch- 























makers; North light; reasonable rent. 
wo 803A, 74 West 46th St., New 
ork. 





TO LET, PRIVATE OFFICE at 48 West 
48th St., New York; North light, two 


windows ; telephone _ service: sten- 
ographic service; reasonable. Room 
1206. 





WILL BUY OLD DIES AND TOOLS for 
making gold rings and other jewelry, 
if in A-1 condition and cheap; give full 
particulars. S. Bick, care Hotel 
Knickerbocker, New York. 


WATCHMAKER AND JEWELER to rent 
part of store in best section of Brooklyn 
Heights; excellent opportunity in busy 
neighborhood. 125 Montague St., 
Brooklyn, N. Y. 





WANTED, FOR WATCHMAKERS, lathe 


wheel, cutting attachment, slide rest 
and Clements lathe attachments. What 
have you? B. Hubers, 1225 Lex- 


ington Ave., New York. 


Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 











J. R. ONCLIN, watchmaker for the 
trade, Room 606, 29 East Madison 
St., Chicago, Illinois. We use no 
cleaning machine. 


FOR RENT, 99-101 Beekman Street, cor- 
ner, daylight space for jewelers; $25 
up per month. Rosenberg-Murray Co., 
Inc., 256 Fifth Ave., New York. Cale- 
donia 3370, or Superintendent on prem- 
ises. 


LARGE LIGHT LOFT, 36 W. 47th St., 
14th Floor, very desirable for manu- 
facturer; numerous windows; very 
reasonable rent. Address O. J. 
Somers Co., 22 W. 48th St., New 
York, Bryant 8491. 


HMiscellaneous. 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 











TIMEOLOGY = TIME-SERVICE watch 
and clock repairing, all kinds: American 
and European, for the trade; prompt 
service, expert workmanship. Samuel 
Bernard, 516 Fifth Ave.. New York. 


TRY WATCH HOSPITAL; overhauling 
18 to 0, $1.50; 3/0 to 5 ligne, $2; with 





hair spring or s $1 extra; with 
balance cap, train jewels or main- 
spring, 50c. extra; quality second 


to none guaranteed. Prop., E. Jones, 
162 Main St., New Britain, Conn. 
Phone 1762. 


WATCH REPAIRING TO THE TRADE 
with a guarantee; positively no watch 
cleaning machine used; every move- 
ment taken apart; only experts em- 
ployed; seven day mail order service; 
at it since 1921; let us convince you. 
S. A. Peck & Company (formerly 29 
East Madison St.), now located 55 E. 
Washington St., Chicago, Ill.; members 
National Jewelers Board of Trade. 








WATCHMAKERS! Increase your ability 
through the highly recommended books: 
“Rules and actice for Adjusting 
Watches,” and “Practical Balance and 
Hairspring Work”; circulars on re- 
quest. Walter Kleinlein, Waltham, Mass. 








LEARN WATCH REPAIRING; practical 
courses for beginners and advanced 
students; day and evening sessions; 
enrollment limited. Standard Watch- 
makers Institute, 111 West 11lith St., 
New York. Established 1921. 


I PATENT YOUR IDEAS. Call or 
send me your sketch or sample for 
confidential advice ; trade-marks reg- 
istered in the United States Patent 
Office; free consultation. Z. H. 
Polachek, Registered Patent At- 
torney-Consulting Engineer, 1234 
Broadway, New York. 




















Brooklyn Retail Jewelers 
Reelect Officers 


At a meeting held recently in the 
Johnston Building, 8 Nevins St., Brook- 
lyn, the officers of the Brooklyn Retail 
Jewelers’ Association of New York were 
unanimously reelected. Those retaining 
office are: Phineas Peters, president; C. 
Esposito, first vice-president; Max Katz, 
second vice-president; David Heit, trea- 
surer; Mortimer Stavenhagen, secretary, 
and Harry Brown, sergeant-at-arms. 

During the meeting a decision was ar- 
rived at to abide by the conclusions of 
the executive board in the organization’s 
policy in the moot questions of appraisal 
and price differential. The board had 
suggested that the local associations send 
letters to the customers of jewelers suf- 
fering from competitive and unfair ap- 
praisals, and mail duplicates to the 
offending jewelers. 


Death of Bertold Sinauer 


Bertold Sinauer, a prominent figure in 
the New York diamond and pearl trade 
and a partner in the firm of Oppen- 
heimer Bros. & Veith, 527 Fifth Ave., 
New York, died Nov. 14 at his home 
at 20 E. 76th St., after an illness of 
three months. He was 58 years old. 
Death was caused by arterial sclerosis. 
The funeral was held Nov. 16 from the 
chapel of Temple Emmanuel with burial 
in Woodlawn Cemetery. Dr. Krass of- 
ficiated at the ceremony. 

Mr. Sinauer was born in Pforzheim, 
Germany, in 1872, and came to this coun- 
try at the age of 17. Soon after his 
arrival he entered the employ of Oppen- 
heimer Bros. & Veith, with whom he 
remained for the rest of his days. After 
spending a number of years as a travel- 
ing representative for the firm, he was 
admitted as a partner. 

He leaves his widow, two sons, Edgar 
M. and Alan B. Sinauer, the latter being 
employed by Oppenheimer Bros. & Veith, 
and a brother, Otto Sinauer, also a part- 
ner in the firm. 

Deceased was a member of the 24 
Karat Club of New York and of the 
Harmonie Club. 


San Gabriel Valley Jewelers 
Hear Address on Merchandising 


PasADENA, CAL., Dec. 1.—Nearly 70 en- 
thusiastic members of the San Gabriel 
Valley Jewelers’ Association attended the 
monthly meeting at the Pasadena Ath- 
letic and Country Club, Nov. 22, to hear 
an interesting address on merchandising 
by Dr. Florence May Morse of the School 
of Merchandising at the University of 
Southern California. The speaker, who 
was introduced by Charles F. Manahan, 
gave a most interesting discourse cover- 
ing present-day methods of merchandis- 
_ag as applied to the jewelry industry 
particularly. 

George Collis who presided, called for 
expressions and suggestions from dif- 
ferent members present and among those 
who responded were William Bernard of 
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E. W. Reynolds Co., Los Angeles, Arthur 
Dibborn of Glendale, and Clarence Run- 
yon of Huntington Park. 

Clemens Friedell of Pasadena, a well- 
known local silversmith, exhibited a 
handsome piece of repousse work which 
he had just completed. 


Tariff Commission Asked to 


Lower Duty on Certain 
Watch Parts 


WasuincTon, D. C., Dec. 2.—M. J. 
Lampert & Sons, Inc., of New York City, 
have filed an application with the United 
States Tariff Commission asking for a de- 
creased tariff duty on certain watch 
parts. 

Decreased duties are asked on cylinder 
watch balances complete for Swiss 
watches, second hands for Swiss watches, 
radium hands for the same, and _ hair- 
springs collected and studded for Swiss 
watches. 

Because an application for change in 
rate is filed it does not necessarily mean, 
of course, that the Commission will in- 
vestigate the matter. No action has yet 
been taken on this particular application. 


New York Jewelers Oppose 
Sales Tax Before Commission 


In harmony with the stand taken by 
almost all of the retail store interests of 
the city of New York, representatives of 
the New York State Jewelers Association, 
the local metropolitan Associations and 
the National Jewelers Board of Trade 
registered a protest against the pro- 
posed sales tax at the open hearing 
of New York State Commission for the 
Revision of the Tax Laws held Nov. 19 
in the meeting hall of the Bar Associa- 
tion. The hearing was attended by more 
than 100 -epresentatives of important 
retail associations and of the drygoods 
and commodity industries. 

The hearing was the last of seven pub- 
lic hearings held in various parts of the 
State since Nov. 1. The commission was 
appointed by Governor Roosevelt with 
the approval of the legislature to consid- 
er and frame by next Feb. 15 “a bill or 
bills which shall provide for New York 
a system of taxation which shall reason- 
ably distribute the tax burden as widely 
and evenly as possible and thereby re- 
lieve those present sources of revenue, 
particularly real estate, which now bear 
a disproportionate part of the whole tax 
burden of the State.” 

At the hearing various objectional fea- 
tures of a sales tax were pointed out by 
the executives of the large department 
stores in New York. Listed among the 
business organizations filed at the hear- 
ing as opposed to the tax were the Credit 
Jewelers Association, American Jewelers 
Protective Association and the National 
Jewelers Board of Trade. 

Wilson A. Streeter, representing the 
retail jewelry interests, said that the sales 
tax would seriously affect the retail jew- 
elers and asserted it would not produce 
sufficient revenue to relieve real estate of 
its present burden. Meyer D. Rothschild 
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on behalf of the National Jewelers Board 
of Trade opposed the sales tax with the 
request that the commission postpone any 
introduction of a bill until his association 
had an opportunity to study the tax situ- 
ation. 

The State commission is headed by 
State Senator Seabury C. Mastick and in- 
cludes Charles R. White, vice chairman; 
Albert G. Preston of Buffalo, secretary; 
Assemblyman Walter L. Pratt of Mas- 
sena, Harlan W. Rippey of Rochester, 
Jesse L. Straus of New York, G. William 
Magley of Jamaica, J. Frank Zoller of 
Schenectady and Professor Edwin Selig- 
man of Columbia University. 

A brief signed by Wilson A. Streeter, 
who is chairman of the Legislative Com- 
mittee of the American National Retail 
Jewelers Association, and M. D. Roths- 
child who is chairman of the Tax Com- 
mittee of the Jewelers Vigilance Commit- 
tee and is National Councillor of the Na- 
tional Jewelers Board of Trade, was filed 
with the Tax Commision later. The brief 
was also on behalf of the New York 
State Retail Jewelers Association, Greater 
New York Jewelers Association, Metro- 
politan Jewelers Association, Jewelry 
Craft Association, Brooklyn Retail Jew- 
elers Association, Bronx Retail Jew- 
elers Association, Westchester County 
Retail Jewelers Association, in addition 
to the organizations to which these gen- 
tlemen are officially connected. 

The argument attacked any sales or 
turnover tax as a tax upon receipts and 
not on profits on ability to pay, taking 
the ground that the retail tax in the state 
would drive the purchaser to do busi- 
ness in tax-free states and would drive 
sales to mail order houses if located out- 
side of states imposing a tax. The brief 
attacked a floor or inventory tax as a tax 
on assets not on earnings and most in- 
equitable, as in some businesses, the floor 
tax would be paid several times on the 
same article because of slow turnover. A 
good part of the brief is devoted. to op- 
position to sales taxes on specific lines or 
articles showing how inequitably this had 
worked with the Federal tax and how 
much more so it would work with a state 
tax. It also pointed out that even a 10 
per cent luxury tax would produce but 
a small amount of the sum of which the 
real estate interests hope to be relieved. 

The brief urges that the Commission 
refrain from suggesting any form of sales 
tax, turnover tax, inventory tax or luxury 
tax and that in the event of any such 
form being considered, a further hearing 
be granted the representatives of the 
jewelry trade before the same is sub- 
mitted to the legislature. 


Federal Trade Commission Dis- 
misses Complaint Against Users 
of Term “Nickel Silver” 


Wasuincton, D. C.—The Federal 
Trade Commission has dismissed a com- 
plaint charging the National Silver Co., 
Samuel E. Bernstein, Inc., and Samuel 
E. Bernstein, all of New York, with im- 
Proper use of the word “Nickel Silver” in 


Tus JEWELERS’ CIRCULAR 
for January, 1931 


labeling white metal tableware for sale 
to wholesale and retail dealers. 


Robert B. Barton Vice-President 
of H. A. Osgood & Son 


Robert B. Barton, former sales man- 
ager of the Elgin National Watch Co., is 
now vice-president of H. A. Osgood & 
Son, New York city. Mr. Barton brings 
to this well known wholesale house a 
wide knowledge of jewelry merchandis- 
ing based on a broad experience which 
will enable him to give valuable counsel 
and advice on merchandising methods. 

Robert C. Barnstone became president 
of H. A. Osgood & Son in 1920. The 
business was established in 1859. Offices 
are now maintained in New York, Chi- 
cago, Boston and Lewiston, Me. 


Meyer D. Rothschild Heads 
Jewelry Division of Unemploy- 
ment Relief Committee 


Contributions ranging from $5 to $5,000 
have been received by Meyer D. Roths- 
child, chairman of the Jewelry Division 
Committee of the Emergency Employment 
Committee which is carrying on a can- 
vassing program to alleviate the suffer- 
ing of the unemployed in the city of New 
York. 

The organization of the jewelry divi- 
sion grew out of a mass meeting of mem- 
bers of the trade held in the offices of the 
National Jewelers Board of Trade on 
Nov. 12. At this meeting it was decided 
that the jewelers form a committee sub- 
sidiary to the body headed by Seward 
Prosser to carry on solicitations in the 
jewelry trade. The jewelry division was 
divided into groups specified according to 
the branches of the industry and a sub- 
chairman was appointed for each group. 
The chairmen are as follows: Division- 
al chairman, Meyer D. Rothschild; di- 
visional vice-chairman, Witherbee Black; 
divisional vice-chairman, G. H. Nie- 
meyer; subchairman for the diamond 
cutters, importers and wholesalers, Arthur 
Lorsch; subchairman for the platinum 
jewelry group, Jacob Mehrlust; gold 
jewelry group, Harry C. Larter; lapi- 
daries, Clifford F. Lamont; out-of-town 
manufacturers of sterling and_ silver 
plated ware, Isaac W. Cokefair; uptown 
New York silversmiths, George E. Finn; 
downtown New York silversmiths, Ben- 
jamin Omin; pearl group, Julius Kauf- 
man; watches, watch-cases and watch 
materials, Henri Schwob; wholesale and 
instalment jewelers, Marcel Mirabeau; 
retail jewelers, Emil W. Kohn; tool and 
supply houses, G. H. Niemeyer, and imi- 
tation stone dealers, Isidore Lassner. 
These subchairmen and the members of 
their groups bring the membership of the 
jewelry division to a total of 82. 

Mr. Rothschild told a representative of 
THE JEWELERS’ CIRCULAR that the Emer- 
gency Employment Committee requests 
that subscriptions be made in one of three 
ways: 

' (1) Subscription from a corporation or 
firm. 


151 





(2) Individual subscription by officers 
of corporations. 

(3) Subscription by employees, i.e., 
office employees and workmen. 

The subscriptions made by employees 
usually represent a sum equal to two 
days’ pay given in monthly instalments 
of half a day’s pay per month for four 
months. Mr. Rothschild said that all 
members of the trade within the limits of 
New York would be approached in the 
near future, either through personal con- 
tact or by mail. Contributions in the form 
of checks should be drawn to the order of 
the Emergency Employment Committee 
and sent to Meyer D. Rothschild, 6 W. 
48th St., New York. 

At the luncheon attended by the en- 
tire membership of the Prosser Emer- 
gency Employment Committee held Dec. 
5 at the Hotel Astor, Arthur Lorsch of 
Albert Lorsch & Co., representing the 
jewelry division, reported the subscrip- 
tions to that date coming from members 
of the jewelry trade as amounting to 
$32,607.68. Mr. Rothschild said that this 
sum represented the results of but ten 
days of active work on the part of the 
various committees in the jewelry divi- 
sion and that the quick response to the 
appeal which has been made to the trade 
was extremely encouraging. 


Thomas H. McCready Ap- 
pointed Sales Manager of 
R. Wallace & Sons Mfg. Co. 


Thomas H. McCready, manager of the 
Philadelphia Branch of R. Wallace & 
Sons Mfg. Co., Wallingford, Conn., has 
just been appointed sales manager of the 
entire Wallace organization, succeeding 
Kenneth Mills who has resigned. 

Mr. McCready started in 1910 with the 
W. B. Glidden Co., Pacific Coast repre- 
sentatives of R. Wallace & Sons Mfg. 
Co., learning the business from the bot- 
tom up. His first sales experience came 
in 1912 when he was assigned some local 
accounts in San Francisco. 

In 1927 Mr. McCready was promoted 
to the managership of the Philadelphia 
office. In addition, he covered accounts 
in Baltimore and Washington. 
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JOSEPH M. GORDON 


has bought for CASH and has also liquidated 
many large and well-known businesses during 
the past 25 years. If you intend to retire or 
liquidate your jewelry business, or raise money, 
it will be to your advantage to communicate with 
me immediately; no stock too large, no stock too 
small; bank and mercantile references. A few of 
the fine stores liquidated in 1930: Julius Good- 
man, Memphis, Tenn. $250,000.00 stock sold 
in 6 weeks. Leininger-Olheim Co., Buffalo, 
N. Y. $200,000.00 stock sold in 8 weeks. H. J. 
Heimberger, Columbus, Ohio. $65,000.00 stock 
sold in 6 weeks. J. W. Cohen, Reading, Penn., 
secured through United States Court. 


Other large stocks sold out in the past few years, 
namely: The late George E. Homer, of Boston, 
Mass.; Leo Slomin, Plainfield, N. J.; William 
Jones, New London, Conn.; P. J. Smith Co., Inc., 
Cumberland, Md.; Estate of Fred H. Marcus, 
Denison, Texas; J. George Garnier, Kansas City, 
Kansas; G. G. Case, Jackson, Mich.; Churchill, 
Amsterdam, N. Y.; Graubert, 2 stores, Schen- 
ectady and Glens Falls, N. Y.; H. C. Midlam, 
ex-mayor of Rome, N. Y.; Carl W. Anderson, 
Manchester, N. H., and dozens of others. Also 
through Banks, Receivers and Administrators. 
We pay Cash or put up a Cash Bond for all trans- 


actions. 


Write or Wire 


“Reliable” JOSEPH M. GORDON 


333 Washington Street, 


Room 603, Boston, Mass. 








Better returns for your Sweeps mean 


AN INCREASED PROFIT 


SWEEP SMELTERS. 
BIRMINGHAM, ENG. 
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Importers of Nassak Diamond 
Again Lose in Fight to Obtain 
Its Free Entry 


WasHINGTON, D. C., Dec. 5.—The 
United States Court of Customs and Pat- 
ent Appeals has refused the petition of 
the importers of the famous Nassak dia- 
mond asking for a review of the courts 
decision in which it held this diamond 
dutiable at 20 per cent under the Tariff 
Act of 1922. Unless the importers make 
an effort to take the appeal to the United 
States Supreme Court this case is at an 
end. It is not believed that the Supreme 
Court would grant a rehearing in this 
case. 

This case will be recalled as the one 
in which the famous diamond was ad- 
mitted free of duty by the collector of the 
port. Domestic interests took the case 
into the United States Customs Court 
which upheld the collector on the ground 
that the stone was an “artistic antique.” 
The case was then appealed to the Court 
of Appeals which overthrew the decision 
of the lower court and declared the gem 
dutiable at 20 per cent. Following this 
decision the importers asked that the case 
be reheard. 


Diamond Imports Increased 
in October 


Diamond imports during the month of 
October were larger in amount than any 
month of the present year except June, 
which month showed an accumulation of 
imports held back until after the present 
tariff was passed with its lower gem 
duties. According to the advance figures 
compiled for THE JEWELERS’ CIRCULAR, 
the total importations of the month 
amounted to $3,760,741, of which the 
value of the rough or uncut is given at 
$852,702 and that of the cut, $2,908,039. 

An examination of the statistics, ac- 
cording to countries of origin show that 
about $350,000 of the rough imported 
came from Belgium, about $155,000 from 
the United Kingdom and about $321,000 
direct from the Union of South Africa. 
Incidentally, it might be mentioned that 
cut diamonds to the amount of $171,686 
were also shipped direct from South 
Africa. 

The total imports in October exceeded 
the September imports by approximately 
$800,000, the August imports by about 
$700,000 and were slightly in excess of 
those of July. 


Metropolitan Retailers Elect 
Officers 


Officers for the ensuing year were 
nominated, unanimously elected and in- 
stalled by the Metropolitan Retail Jewel- 
ers’ Association of New York on Nov. 20 
at a meeting in the Oddfellows Hall, 
106th St. and Park Ave. 

The meeting was attended by guest 
delegates in the persons of Phineas 
Peters, president of the Brooklyn asso- 
ciation, A. Landau, president of the 
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Bronx association, and Samuel Feldman, 
vice-president of the New York State 
Retail Jewelers’ Association. Charles T. 
Evans, secretary of the A. N. R. J. A,, 
was also present. 

Those elected to office were as follows: 
President, H. M. Shapiro; vice-president, 
A. Davidoff; treasurer, A. Wolf; ser- 
geant-at-arms, A. Stoeckli; trustee for a 
term of three years, F. Berkower; two 
years, I. Weissman, and one year, J. 
Brutten. 

A. Landau, chairman of the executive 
board of Retail Jewelers’ Association of 
New York, installed the officers, after 
which Mr. Shapiro took the chair. 


New York Diamond Salesman 
Robbed in Chicago 


Cuicaco, Nov. 15.—Jack Salter, dia- 
mond salesman representing his father, 
Norbert Salter, diamond broker, 48 W. 
48th St., New York, was held up and 
robbed last night of diamonds worth 
about $80,000. 

He was sitting in his room in the Hotel 
Sherman when someone knocked on the 
door calling him by name. He opened 
the door and three thugs entered with 
drawn revolvers. They bound him to a 
chair which they lashed to the bed, 
gagged him with adhesive tape and cot- 
ton dampened with chloroform. The dia- 
monds were lying on the table, as Mr. 
Salter had been cleaning them when the 
crooks knocked. These they scooped up 
and as they fled their victim lost con- 
sciousness. ‘Two hours later he awoke 
and his shouts attracted the hotel officials 
who quickly freed him and called the 
police. we 


Norbert Salter, said when interviewed 
at his office in New York that about 
$30,000 worth of the goods stolen were 
on memorandum, the remainder being his 
own merchandise and covered by $50,000 
insurance. ee 


Harlem Jewelers Robbed of 
Diamonds Worth $28,0 


Senauke & Cohen, jewelers “doing a 
manufacturing and importing business on 
the second floor of 2 E. 125th St., New 
York, were held up and robbed of dia- 
mond rings valued at approximately $28,- 
000 on Saturday afternoon, Nov. 22, when 
they kept the office open after hours to 
sell a ring to a man thought to be a 
customer. 

A man telephoned a little after 3 p.m. 
and asked that the partners keep open 
for about an hour. When he arrived, at 
about 5 o’clock, the jewelers were alone. 
As they let him in two other men ap- 
peared and the trio drew revolvers which 
they pressed against the partners’ heads. 
They quickly bound and gagged the jew- 
elers and rifled the safe which had been 
left open in order to show the supposed 
customer some rings. The crooks fled 
unnoticed, and some time later the jewel- 
ers freed themselves and notified the 
police. The loss was covered by insur- 
ance. 
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South African Parliament Rati- 
fies Agreement with Diamond 
Syndicate 


As THE JEWELERS’ CIRCULAR goes to 
press the following cable has just been 
received in New York from London: 

“The Cape Parliament ratifies agree- 
ment with Syndicate.” 

This is the last step in the work that 
has been going on for months, to estab- 
lish complete control of diamond produc- 
tion and prices. 


Woodward Booth Dead 


Just as THE JEWELERS’ CIRCULAR goes 
to press it is learned that Woodward 
Booth, manager of the New England 
Manufacturing Jewelers’ & Silversmiths’ 
Association, died in a New York hospital 
on Thursday night, Dec. 11. 

Mr. Booth had been in poor health for 
some time but his death came as a shock 
to his many friends in the jewelry trade. 
For years he had _ been associated 
with the jewelry trade and was widely 
known and highly respected throughout 
the industry. 

He was a man of most pleasing per- 
sonality and splendid attainments and 
under his direction the activities of the 
New England Manufacturing Jewelers’ 
& Silversmiths’ Association have been en- 
larged. 

Mr. Booth was also for years president 
of the Jewelers’ Protective Association, 
incorporated in 1903 to protect New 
England manufacturers of jewelry and 
silverware from thefts. 

His death leaves a place in the indus- 
try and in the hearts of a host of friends 
which it will be hard to fill. 


Gems Worth $20,000 Stolen 
from New York Salesman 


A sample case containing approximate- 
ly $20,000 worth of miscellaneous jewelry 
was stolen from George Kirchner, sales- 
man for Sloan & Co., 15 Maiden Lane, 
while he was riding on a Fifth Ave. bus, 
New York, Dec. 1. 

Mr. Kirchner boarded the bus at 36th 
St. with his carrier, Coleridge Smith. 
There being but one seat on the lower 
deck, the three sample cases were placed 
under the circular stairs on the rear plat- 
form of the vehicle, the carrier taking 
the remaining seat. Mr. Kirchner sat in 
the rear seat above where he could look 
down and watch the cases, which he did 
at frequent intervals. The salesman said 
that when the bus reached 46th St., he 
glanced down and saw that one of the 
cases was missing. 

L. J. Donniez, treasurer of Sloan & Co. 
told a JEWELERS’ CIRCULAR representative 
that he believed the theft to have been 
a carefully planned and premeditated 
coup. The loss was completely covered 
by insurance. 


Jos. E. Judels, 20 Rue de la Paix, 
Paris, has opened an additional office at 
90 Rue du Pelican, Antwerp. 
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MANDELL E. LEWIS 


WORLD’S FAMOUS DIAMOND AND JEWELRY AUCTIONEER 


Highest Type of Auctioneer for Legitimate Jewelers Only 
Record of Service Unparalleled for One Third of a Century 


My long and extensive experience enables me to give the very best service possible 





I Can Raise Money for You—Quickly—Honorably—Successfully 
Any Amount You Need 


$20,000.00 —$40,000.00—$60,000.00—$80,000.00—$100,000.00 
Or More 


Reduce Your Stock-—or—Close Out Your Business Completely 





NOW IS THE TIME TO BOOK SALES 
Wire or write for date. All correspondence strictly confidential. 


IT WILL PAY YOU TO GET THE BEST 


MANDELL E. LEWIS 


241 West 97th Street, New York City 275 East Palmer Ave., Detroit, Mich. 
















































America’s Most Successful Auctioneer 


| Don’t Wait for Your Anniversary Date 


if you want to clean up your dead stock and slow sellers. Any 
month is a good one, and January especially. 


A Conn Close Out or Reduction Sale 


will bring big business because of the totally different methods we 
employ. Just a little more aggressive, a bit more rapid in the 
selling, a great deal more persuasive advertising—makes your 
sale a wonderful success instead of the everyday, mediocre 
auctions held by the Jewelry trade. 


For Over Twenty Years 


we have been employed by reliable and legitimate Jewelers and 
the vast majority have expressed themselves as being more than 
satisfied by the CASH results, because the name 


Conn Means Cash to the Jeweler 


Now selling for one of the oldest firms in Lorain, Ohio, W. C. 
i Fisher, in business over 41 years, he is Retiring. WIRE, PHONE 
J. A. CONN OR WRITE TODAY. 


J. A. CONN, Jewelry Auctioneer 
415 SWETLAND BLDG., CLEVELAND, OHIO 


Local and Long Dist: nce Phone Cherry 6149 
WRITE, PHONE or WIRE CONSULT CONN CONFIDENTIALLY 
Remember I am always busy—There’s a Reason 























Bandits Rob Jewelry Salesman 


PHILADELPHIA, Dec. 9.—Adolph Rosen- 
baum, 31 Lexington Ave., Mount Vernon, 
N. Y., a jewelry salesman, was robbed 
of mountings and diamonds he valued at 
$50,000 tonight in front of the Benjamin 
Franklin Hotel. He had called on re- 
tailers here and drove to the hotel to 
register for the night. 

As he stepped from his car and handed 
two sample cases to a negro porter, four 
men drove up in a sedan, drew revolvers 
and made the negro drop the cases. 

Rosenbaum struck at one of the robbers 
and saved one of his cases but the 
bandits fled with two. Hundreds of peo- 
ple passing paid no attention to the 
fracas. 


Johnson, Matthey & Co. Ac- 
quire Interest in ]. Bishop & 
Co. Platinum Works 


Jehnson, Matthey & Co., Inc., precious 
metal refiners, 15 W. 47th St., New York, 
together with their parent house, John- 
son, Matthey & Co., Ltd., of London, 
England, have acquired an interest in 
J. Bishop & Co. Platinum Works of Mal- 
vern, Pa. 

Johnson, Matthey & Co., Inc., will thus 
have available the high class manufac- 
turing facilities afforded by J. Bishop & 
Co. Platinum Works, which puts them 
in a position to supply to the jewelry 
trade the platinum and other precious 
metals in all fabricated forms. 

This afhliation brings together the two 
oldest platinum refining and manufactur- 
ing companies in their respective coun- 
tries. Johnson, Matthey & Co., Ltd., was 
founded in London, England, well over 
a century ago, while J. Bishop & Co. 
Platinum Works was founded at Phila- 
delphia in 1842. Johnson, Matthey & 
Co., Inc., has been the American repre- 
sentative house of Johnson, Matthey & 
Co., Ltd., since 1920. 





Horological Society of New 
York Holds Meeting 


The December meeting of the newly- 
organized body, The Horological Society 
of New York, was held Dec. 2 at the 
regular meeting rooms, 1253 Lexington 
Ave., New York, with 45 prominent 
watchmakers of the metropolitan district 
in attendance. 

After the meeting had been called to 
order by President Salomon, 14 new mem- 
bers were proposed and accepted, bring- 
ing the enrollment to a total of 78 watch- 
makers. A committee was appointed to 
answer questions regarding the techni- 
calities of watchmaking and communica- 
tions were read including a letter from 
the Better Business Bureau, inquiring as 
to what was the best American-made 
watch and also the best watch sold in 
the United States. A lively discussion 
arose among the members as a result of 
this inquiry. Following this the gather- 
ing enjoyed a lecture by Major Cham- 
berlin, a noted horologist. 
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A presentation was made by Mr. Salo- 
mon in behalf of the society to 
Ferdinand Haschke, head watchmaker of 
Tiffany & Co., as a token of apprecia- 
tion for services rendered to the now 
defunct New York Watchmakers’ So- 
ciety. He received a handsome desk 
inkstand. Another presentation was 
made by the society to Fred Knoll, 
through Jacques Leroy, vice-president. 
Mr. Knoll was the recipient of two $20 
gold pieces in appreciation of his ser- 
vices as financial secretary to the old 
organization. 

A committee was appointed to draw 
up the by-laws of the society and the 
meeting adjourned. 


William L. Stone Reelected 
President of Boston Jewelers’ 
Club 


Boston, Dec. 6.—William L. Stone of 
the Gorham Co. was reelected president 
at the annual meeting of the Boston 
Jewelers’ Club Nov. 14. Other officers 
chosen were: vice-president, Carl F. 
Lawton; secretary and treasurer, Albert 
R. Kerr; board of directors, Ed. D. Cole, 
Frank T. Cram, James Kingman, James 
H. Parks, J. Charles Stever and Henry 
R. Arnold. The last-named takes the 
place of E. A. Bigelow of the E. Howard 
Clock Co., retired. 

The annual reports show the club to 
be in a sound condition financially and 
to have a long waiting list. 

The annual banquet is to be held Feb. 
4+ at the Copley Plaza. 


Sale of Colonial Silver Early in 
January 


The tentative dates of Jan. 8-9-10 have 
been set by the American Art Associa- 
tion Anderson Galleries, Inc., Madison 
Ave. and 57th St., New York, for the 
sale of 50 items of American Colonial 
silver from the Francis P. Garvan col- 
lection. This will include rare pieces 
by such silversmiths as Paul Revere, 
Benjamin and John Burt, Jeremiah Dum- 
mer and others. 

The Garvan collection will go on ex- 
hibition at the Galleries on Thursday, 
Jan. 1. 


Death of Arthur C. Wooten 


MEMPHIS, TENN., Dec. 10.—Funeral 
services for Arthur C. Wooten, secretary 
and manager of the Mulford Jewelry 
Store, 6 S. Main, were held Dec. 3. 
was at Forrest Hill. 

Mr. Wooten after months of illness 
died at his home, 2899 Iroquois Drive. He 
had been active at his work dispite im- 
paired health almost until the last. He 
was 50 years of age and came to Mem- 
phis 40 years ago. 

He leaves a widow and one son, his 
mother and a sister, all of Memphis. 
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New York Diamond Salesman 
Slain in Springfield, Mass. 


SPRINGFIELD, Mass., Nov. 24.—Nathan 
A. Sachs, diamond importer of 9-13 
Maiden Lane, New York, was found slain 
in his room in the Hotel Charles here 
on the afternoon of Nov. 22. A pouch 
containing diamonds which hung about 
his neck had been slit open and robbed 
of its contents. He was 49 years old. 

The body was discovered by an ele- 
vator girl who found it on the floor of 
the bathroom. She also found two pack- 
ages of Giamonds in the hall near the 
entrance to the elevator which it is 
thought were dropped by the assailants 
in their hurry to escape. Police are seek- 
ing two men about 35 years old who were 
taken to the floor where Mr. Sachs had 
his room a short time before the crime 
was discovered. 

Rewards totaling $7,500 have been of- 
fered for information leading to the ar- 
rest and conviction of the persons respon- 
sible for the death of the jeweler; $2,500 
by the Jewelers’ Security Alliance, and 
$5,000 by the estate of Nathan Sachs. 

Mr. Sachs was born in Russia, coming 
to this country when nine years old. 
After completing his education here he 
made several ventures in the retail 
jewelry business in and near New York, 
finally establishing in business in the 
Maiden Lane district as a wholesaler of 
fine jewelry and precious stones. 


Alleged Hold-Up Man Pleads 
Not Guilty 


Marcus G. Bassett, arrested recently in 
Buffalo and charged with the robbery of 
M. Rosenthal & Co., 1637 Broadway, 
New York, on Oct. 28, pleaded not guilty 
in the Court of General Sessions, Dec. 10. 
The plea of William Sutton, alleged ac- 
complice of Bassett in the hold-up, was 
postponed until Dec. 24. Both men are 
being held under indictments of first de- 
gree robbery. 

Bassett was arrested while spending 
Thanksgiving Day with his sister in 
Buffalo, where he was traced by the po- 


- lice through a notation found in Sutton’s 


effects at his home in Laurelton, Queens. 
Keys belonging to Charles Lewis, porter 
at Rosenthal’s, and jewelry price tags 
identified as coming from the jewelry 
store were also found in Sutton’s home, 
according to the police. 

It is alleged that Sutton was the man 
who masqueraded as a Postal-Telegraph 
messenger and gained entrance to the 
Rosenthal store early on the morning of 
Oct. 28, later being joined by Bassett. 


Platinum Market 


Platinum prices as of Dec. 10, were 
officially quoted as: 


WOR cn ckée We eedmadewen ce eadenabadaus 
Containing 5 per cent iridium. . 
Containing 10 per cent iridium........... 
RO A cage daduee cewewassaudicacserd 
PO 6:4 he cans vee neddaescnuaaduses 
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‘or sert pins’ for Ear Studs, Scarf Pins, 
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am < Platinum—18k White 
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14k R. P. — Sterling 
J PEARL DRILLING, STRINGING 
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white, te C. IRVING WASHBURN 
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Ce Firm with Special Knowledge 





and Experience in Jewelry 
Ciccounting 


ZEISS & NORMAN 


Accountants and Auditors 
5 East 44th St., New York 


Vanderbilt 5890 
James V. Norman 








George J. Zeiss, C.P.A. 

















IMPORTED 
Marcasite Jewelry 


Largest assortment of original imported 
MARCASITE rings, necklaces, bracelets, 
earrings, etc., sterling silver, set with semi- 
precious stones in the newest Fall colors. 
Well rated firms, write for a memorandum 
selection. 


MAISON BEHAR 


303 5th Ave., New York 




















We Can Raise For You 
$5,000 to $10,000 


A WEEK right now accord- 
ing to size of stock. For full 
particulars write or wire 







B. WOLFF & CO. 


Dependable Auctionecers 
156 E. 42nd St., N. Y. 


Tel. Ashland 5298 
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THE CHANGEABLE RING 
A beautiful combination of the single 
row diamond guard cing with the ‘ene; 
and more colorful calibre bands. 

revolving construction-~instanly 
ai 


-WEDDING RINGS | - 


simple, 
— for numerous occasions 





Overlays Baguette-Like 


Old gold wedding rings, cov- The ring — mounts 
ered with the Klass & Com- any size and number of 
pany platinum or 18 K. round diamonds mSQUARE. 
white gold shells — guaran It meets the present demand 





rings 
the price 2 regular 
wedding band. Pat, U. 8. 4 


Platinum “KLASS: & CO. ial Orders. 


Manufact J re 
49 MAIDEN LANE Tel. John 5892 NEW YORK 








Special Order Work 
and Repairing 


Every facility for the Pro- 
duction of Special Order Work, 
and fine Jewelry Repairing in 
all its branches. 


We solicit your next consignment. 


WAGNER MFG. CO. 


Established 1919 
114 Fulton St. New York 





























MCRAE AND SHAW 


AUCTIONEERS 


7% O10 ee 3 2 On U.S Ou 0} £1 of 0) 00. is we DO 


Write For Our Profit Sharing Booklet 


Room 600 CHICAGO, ILL. 


168 N. MICHIGAN BLVD., 












SOMETHING DIFFERENT’ 


GENUINE ELK TEETH 
Natural color on end, or white. 
A variety on selection. 
Wholesale to jewelers. Fine cut gems. Moss 
agate from Montana mounted in gold, cut 
and uncut. Choice stock. Uncut gem stones 
by ounce. Every piece of goods fine grade. 
$30,000 stock 

Buckskin bead work from 16,000 Sioux. 
Some of all they make. All the ancient 
stone work of the U. S. Every sort found. 
Warranted genuine. 47th year. 


~ L.w. _ STILWELL 


DEADWOOD, - DAKOTA 
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Every size. 
A large stock. 
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Overton & Co., wholesale and retail 
jewelers, have rented a space in the new 
Jewelers’ Exchange, 54 W. 47th St. 

Robert L. Rodd is now representing 
B. Goldsmid Co., 64 Fulton St., in the 
metropolitan district. 

The Frank Import Co. has succeeded 
the Frank-Schmidt Co., importing semi- 
precious necklaces and novelties at 48 
W. 48th St. 

F. Pavel & Co., manufacturers and im- 
porters of glassware have announced the 
opening of a branch show room in No. 
607, 225 Fifth Ave., starting Jan. 1. 

The M. J. Isgur Co. has announced 
the formation of the I & Z Jewelry Mfg. 
Co., under the direction of M. J. Isgur 
and A. Zamochnick. The new concern 
is located at 200 Broadway. 

Nat. R. Hirschhorn, representing J. 
Gottlieb, Swiss watch importer, 66 Nas- 
sau St., left recently on an extended busi- 
ness trip through his Middle-Western and 
Northwestern territory. 

Abraham Cohen, formerly with Abra- 
tam & Cohen, manufacturing jewelers, 
74 W. 46th St., announces that he is now 
representing Rothman & Baden and Pol- 
lack Bros. in the mid-western states. 

Mrs. T. Leveridge returned on the 
Amerika to her European headquarters 
at Vaucresson, France, after calling on 
the New York, Chicago, and middle- 
western clients of the diamond importing 
firm of A. D. Leveridge, 12 E. 54th St. 

The Loupe and Tweezer Club held its 
monthly meeting on Dec. 1 at the Hotel 
Wentworth. A gala affair is scheduled 
for Jan. 31, 1931, which promises to sur- 
pass any event hitherto held by the club. 
Further details will be published in the 
next issue of THE JEWELERS’ CIRCULAR. 

Lassner & Bamberger, Inc., 10 W. 47th 
St., have purchased the stock and good 
will of the celebrated “Bluebird” imita- 
tion pearl creations and novelties former- 
ly owned by The Henshel Co. They will 
soon inaugurate a sales campaign for 
1931. 

Almartin’s, Inc., importer of jewelry 
novelties and jewelry boxes, 80 Nassau 
St., has announced that it is discontinu- 
ing its novelty jewelry department and 
will henceforth specialize in the manufac- 
ture and importation of jewelry cases 
only. Jack Anusewitz will sail for 
Europe in the near future, where he will 
supervise the erection of the concern’s 
new plant in Germany. 

The Maiden Lane Outing Club will 
hold its annual winter frolic at the New 
York Athletic Club on the evening of 
Feb. 11. Dinner will be served at 6.30 
o’clock followed by an entertainment. The 
tickets are now on sale and can be se- 
cured through any one on the following 
committee: Leo Leddy, chairman, Jerry 
Grant, Harry Anderson, John Worth, 
Jack Keenan and Andy Anderson. 

Kirkpatrick & Morell, Inc., 463 Park 
Ave., is holding a sale for the purpose of 
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liquidating the entire stock on hand. Mr. 
Kirkpatrick told a JEWELERS’ CIRCULAR 
representative that the concern would be 
reorganized on Jan. 1 and would prceb- 
ably establish in business at another 
address. Alfred Morell, formerly with 
the above concern, is now associated with 
Walter Dreicer & Co. 

The Archduke Leopold of Austria was 
vindicated of the charge of grand lar- 
ceny in which he was accused of aiding 
in the theft of the Napoleonic necklace 


14 _ 
—lIs stagnant money useful? 


—No, it is harmful, espe- 
cially at this time. 


—Why? 


—Because our prosperity has 
been built up by nimble 
dollars. When people 
spend money, business is 
good. When they hoard 
money, business is bad. 


—Are people justified in 
hoarding money now? 


—No, they are merely weak- 
ening their own position 
to satisfy their unneces- 
sary fears. When they 
regain confidence business 
will right itself again. 


E. B. Terhune J 
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belonging to the Archduchess Marie 
Therese, his grandaunt, when a jury 
brought back a verdict of acquittal on 
Nov. 24 in Judge Bertini’s part of Gen- 
eral Sessions. The necklace was valued 
at $450,000 by the Archduchess. A sec- 
ond indictment charging participation in 
the theft of $60,000 received from a 
jeweler in payment for the necklace was 
dismissed by Judge Bertini Dec. 9. 


The jewelry trade is well represented — 


in District Attorney Crain’s Public Safety 
Committee, recently organized to war on 
racketeer rule. Richard C. Murphy, for- 
mer assistant district attorney and at 
present counsel for the Jewelers’ Security 
Alliance, is secretary of the committee 
with an office set apart for his use in 
the district attorney’s quarters. Otto D. 
Wormser, president of the National 
Jewelers’ Board of Trade, is a member 
of the Fact Finding Committee, and 
Harry C. Larter of Larter & Sons, 15 
Maiden Lane, is a member of the com- 
mittee of the whole. 

The United States Marshal’s sale, held 
in the Post Office building Dec. 4 realized 
a total of $68,025 on three groups of 
merchandise, the same having been for- 
feited to the government for violation of 
the Customs Laws. The first group con- 
sisted of four diamond rings and went 
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for $1,050. 


The second group included 
482 gross watch springs, 18 dozen tweez- 
ers and a quantity of polishing prepara- 


tion and sold for $375. Customs officials 
said that this lot went for much less than 
its appraised value because the watch 
springs had lost some of their resiliency 
through long storage. The third lot com- 
prised eight cases containing watches and 
watch movements and sold for $66,600. 

The East New York Retail Jewelers’ 
Association met at the Premier Palace, 
Brooklyn, on Thanksgiving Day, for a 
general meeting and holiday celebration. 
The members were accompanied by their 
families, bringing the attendance up to 
over 70 persons in all. The dinner was 
followed by a program of entertainment, 
which included the recitation of several 
original poems by Calman Newman, a 
rendering of the “Star-Spangled Banner” 
by Miss S. Rosen, daughter of one of the 
members, and finally an interesting dem- 
onstration of legerdemain. Samuel Cohen 
spoke on the importance of association 
work in the jewelry trade. Concluding 
remarks were made by President Roller, 
who spoke briefly on the subject of ap- 
praising. 

N. J. Stern of Stern Bros & Co., 2 W. 
46th St., has again accepted the chair- 
manship of the Jewelry Auxiliary of the 
United Hospital Fund Drive and urges 
jewelers to support this worthy undertak- 
ing. Checks should be made payable to 
Albert H. Wiggin, treasurer; and can be 
mailed to Mr. Stern at the above address. 
‘Thus far the following contributions have 
been received: $500, Kantenhuber & Lehr- 
feld; $100, Isaac C. Cokefair, Reichman 
Bros., J. C. Adler & Bros., J. Mehrlust, 
Arnstein Bros. & Co., Cartier, Inc.; $50, 
L. & M. Kahn & Co., D. M. Michel, Udall 
& Ballou, Goodfriend Bros., Inc., Wm. S. 
Hedges & Co., Whitelaw Bros., Marcus 
& Co., Arthur Lorsch, Arthur Lorsch (In 
memory of Etta C. Lorsch), Albert Lorsch 
& Co., A. Wittnauer Co.; $35, Alpheus 
L. Brown; $25, Shiman Bros. & Co., M. 
H. Shiman & Co., Inc., Wm. I. Rosenfeld, 
Morris Gugenheim, James P. Harper, J. 
& L. Hartzberg, Henry Freund & Bros., 
John W. Sherwood, Bernard Rice’s Sons, 
Inc., Raymond C. Yard, Inc.; $20, Henry 
Lorsch; $15, Chas. S. Crossman & Co., 
Sylvan Levy, O. D. Wormser, Bunde & 
Upmeyer; $10, Joseph Riskin, F. Walter 
Lawrence, Inc., Wm. C. Solomon, Richard 
S. Wormser, American Gem & Pearl Co., 
Jonas Koch, Wm. Barthman, Emil W. 
Kohn, Edward S. Smith Co., Inc., Charles 
T. Dougherty Co., Inc., Jules Franklin, 
Inc., Mr. & -Mrs. -Maxwell- Kramer, 
George P. Clap, S. Nathan & Co., Inc., 
Edward Starke & Co., David L. Gluck, 
Theodore A. Kohn & Son; $5, Edward N. 
Schenkein, George W. Welsh’s Sons, 
Walter P. McTeigue, Inc., Leo M. Sachs, 
Blancard & Co., Graff, Washbourne & 
Dunn, Michael Levy, and $3, Belgard & 
Frank. 
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GENUINE BOHEMIAN 
GARNET JEWELRY 


Necklaces 


Earrings 








Bracelets 
Scarf-pins 


Brooches 
Finger-rings 


and Beads 


HENRY KLAAS CO. 


398 E. Washington St. 
Chicago, Ill. 
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71 Nassau St., New York 
"Phone Cortland 4346 





*Baguette-Like”’ =~ 
Patented U. 8. A. 
“Changeable Ring’ 


Only ring that will Manufactures Fine Platinum 
conned stones to appear —_ Jowelry—Special Order Work. Patented U. 8. A 














GRIMM and JUDAE CO. 


MANUFACTURING JEWELERS and 
PLATINUMSMITHS 


Special Order Work Promptly Executed 
Immediate Attention Given All Repairs 


31 No. State Street CHICAGO 




















DISTRIBUTORS OF 
Ladies Baguette Watches 
Gents Strap Watches 
Baguette Movements 


STRAIGHT BAGUETTE MOVEMENTS 
8-DAY BOUDOIR AND DESK CLOCKS 
CLEBAR WATCH COMPANY, INC. 
512 Fifth Avenue Penn. 1511 New York, N. Y. 





ee Face REBUILT WATCHES 


A complete line of Rebuilt ELGIN, WALTHAM and 
other American standard make watches in new cases. 
Hamilton—Illinois—Howard—Elgin 21-J. BR. R. 
watches in original cases, at very low prices. Price list 
upon request. 

PLONSKY & GREENBERG 


76 Bowery Tel. Dry Dock 75638 New York City 











TORTOISE SHELL, IVORY AND 
PEARL REPAIRS AND _ SPECIAL 
ORDERS IN REAL AND IMITATION 


Combs and brushes for Refills in mountings. 
New mirrors and steel fittings in Toilet Sets. 
Fans Repaired. 

Write for Estimates 


HARRY E. DAVIS, 807 Sansom St., Philadelphia 











The 


Protection Ring Guard 


A practical device. Holds ring se- 
cure and comfortable on finger. 
Made in all colors. 14K gold. 
l doz. assorted on a card. 


Pat. Feb. 20, 1917 . . 
Pat. May 25, 1920 The Lion Safety Pin Clutch Co. Pat. Feb. 20, 1917 
t 


Method Patented . May 25, 1920 
May 7, 1929 20 West 22nd St., New York Pat. No. 1712276 








Boyajian’s Sons Co., Inc. 
64 West 48th Street New York 
A complete line of SEED PEARL 
and HAND MADE FILIGREE 
JEWELRY. GOLD AND SIL- 
VER SETS in all semi-precious 
stones. Memorandum selection 
sent on request. 








SEND ALL YOUR WATCH REPAIRS 
TO THE 


FACTORY P. TIECHE 
:: Quick Mail Service 
New York, N. Y. 


Watch Repairs and Materials 
93-95 Nassau St. 








A Better Jewelers Cement 


A better, more selentifie Jewelers cement that does the Job cleaner and 
more effectively. Can’t be beat for watch erystals—eracked stones— 
Ii costume jewelry—as a lacquer—or for stone cementing. Send only 50c. 
for your bottle of JULE TITE, with simple instructions on how to apply. 
| Sent post paid. You'll be amazed with results. 
A. SAUER & CO., Glenn Bldg, 5th and Race St. 
Cincinnati, Ohio 











Established 1845 


10K Solder for 14K Gold 6K Solder for 10K Gold 


JAMES H. DEDERICK’S SONS, Inc. 
Gold and Silver Sheet and Wire 


Also Silver Solder 
NEW YORK 


Non-Tarnishing Flannel 


BAGS and ROLLS 


Samples and price list gladly sent. 


EUREKA MFG. CO., INC. 


TAUNTON, MASS. 











Ideal for the repair bench. Fine for 
white gold, silver, platinum, novelties, 
etc. Soldering can be done close to 
the stone. 

Ask for circular J.C. 


7) 
Be i 22 Albany Street 
« Hoke Inc. eae 


HAIRSPRINGS 


Go to a specialist with your hairspring troubles. 
Just send balance wheel and bridge, stud and collet 
to vibrate Flat or Breguet hairsprings, Swiss and 
American, all sizes. 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street New York City 








@ The New JEWELERS’ CIRCULAR—DEDI- 
CATED TO PROFITABLE MERCHANDISING— 
proving a publishing revelation and a dependable 
ally in the drive for Better Business and 


GREATER JEWELRY PROFITS! 



























George A. Dahlman, well known to 
the wholesale trade throughout the Mid- 
dle West and South, announced recently 
that he will represent Bliss Bros Co. of 
Attleboro in this territory and make 
headquarters at 29 E. Madison St. 

A window in the jewelry store of 
Frank A. Leber, 3817 W. 26th St., was 
smashed on the night of Dec. 4 and 
articles valued at about $500 taken. The 
police were notified and are working on 
the case. 

Charles Hubbard, jewelry auctioneer, 
returned early in December from an ex- 
tended trip during which he made sales 
for H. A. Pease & Co., Bozeman, Mont., 
Hustad Co., Valley City, N. D., Leon 
Rubin, East Liverpool, Ohio. He left im- 
mediately for Cumberland, Md., to con- 
duct a sale. 

The A & Z Chain Co., Providence, 
R. I., has opened a branch office at 31 
N. State St., Room 1314, where the com- 
pany will carry a stock of merchandise 
for immediate delivery during the month 
of December. This office will be in 
charge of H. D. Simmons, Chicago repre- 
sentative. 

The board of directors of the Gifts, 
Art Wares and Novelties Association, 
after careful research among buyers, has 
decided that the Merchandise Mart would 
be the ideal location for the future shows. 
The Chicago Gift Show is still held, as 
before, under the auspices of the Gifts, 
Art Wares and Novelties Association. 

Wm. McKee, for many years associated 
with the watch industry in Chicago, has 
recently completed the fitting up of his 
offices and stock rooms in suite 1522 at 
35 E. Wacker Drive. Mr. McKee will 
represent H. A. Osgood & Son, of New 
York, from Ohio to the Pacific Coast and 
be in charge of their Chicago office. 

The regular monthly luncheon meeting 
of the Chicago Jewelers Association was 
held at the Palmer House on Nov. 20. 
Routine business was transacted and the 
subject of the jewelers’ quota in the un- 
employment fund drive was discussed at 
length. Wm. F. Juergens is chairman 
of the committee and is being assisted in 
the work by Charles Ross. 

Harry E. Schloss, well known in the 
jewelry trade, died here suddenly at his 
home, 5229 Woodlawn Ave., on the morn- 
ing of Dec. 4. Mr. Schloss was associated 
with Jeffery & Harris Co. of Minneapolis 
for many years and later for several 
years as buyer in the jewelry depart- 
ment of the Hartman Co. of Chicago. 
Burial was at Minneapolis on Sunday, 
Dec. 7. Mr. Schloss is survived by his 
widow and two children, C. Leon and 
Donald F. 

Creditors appealed to the National 
Jewelers Board of Trade for investiga- 
tion of the situation, and, with the co- 
operation of the National Association 
of Credit Men, a detailed investiga- 
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tion was made. No date has yet been 
set for the trial of the defendants. 

H. H. Catron, aged about 89 years, 
died at the Jackson Park hospital here 
on the morning of Nov. 19. For many 
years until 1883 Mr. Catron was a mem- 
ber of the firm of Catron & Bauman in 
St. Louis and then went to New York 
where he engaged in the material busi- 
ness. Since his retirement he has been 
living with a daughter in Chicago. Mr. 
Catron was a brother-in-law of L. Ham- 
mel and J. W. Riglander of New York. 

Five men and a woman have been 
indicted by the Federal Grand Jury at 
Chicago, charged with conspiracy to vio- 


A “Ss 
| The retail jeweler who, to- 
day emphasizes cut prices of 
diamonds in his advertising 
or intimates that diamond 
prices are declining is not 
helping himself but, on the 
other hand, is hurting his 
industry as a whole. The 
public is not inclined to buy 
diamonds on a falling mar- 
ket; it never has and it 
never will. The man who 
advertises in this way does 
not attract customers to 
himself and he hurts other 
dealers’ trade, indicating that 
they should charge less than 
they do. J 
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late the bankruptcy law through manipu- 
lation of the assets of the Chicago Beaux 
Arts & Gift Shop, Inc., Assistant United 
States Attorney Joseph Struett has re- 
vealed. All have been arrested and their 
bonds have been fixed at $3,000 each. 
The Chicago Beaux Arts & Gift Shop 
was incorporated in August, 1929, and 
operated stores on Broadway and on 
Howard St. in Chicago, and on Bryn 
Mawr Ave., Evanston, Ill. In a statement 
given to the National Jewelers Board 
of Trade as of Sept. 27, 1929, the com- 
pany had claimed assets of $15,900.41, 
liabilities of $3,021.82 and net worth of 
$12,900.41. In December, Mrs. Cleaver 
foreclosed a chattel mortgage on the 
stores and entered into possession. This 
was followed by the institution of in- 
voluntary proceedings in bankruptcy by 
creditors in February, 1930. 





Prices of Silver Bars 


oh Si: 
Government New 
London Assay Sell- York 


_ Date Official ing Price Official 
1 | eee 16% 38% 36% 
Le ae 16% 38% 35% 
1 . e 16+% 37%4 35% 
US See 155% 36% 33% 
|: | See 15% 36 33% 
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Jewelry News Flashes from the 
Great Central West 


CINCINNATI 


A cache of jewelry consisting of 
watches, rings, chains and other articles 
was located in catch basin at Ninth St. 
and Scott Boulevard, Covington, Ky., 
across the Ohio river from Cincinnati, by 
workmen of the Public Works depart- 
ment. In one of the buckets employed to 
haul dirt from the basin was found sev- 
eral articles which caused workmen to 
watch for others and as a result they 
discovered four watches, five rings, a 
diamond stick pin, la valliere, five watch 
chains and two sets of earings in the filth. 
The Covington police had the jewelry 
cleaned to find out various serial num- 
bers in an effort to trace the theft. Jew- 
elry stores in both Covington and New- 
port, Ky., sister cities, were robbed with- 
in recent months. 


The officers of the Cincinnati Whole- 
sale Jewelers and Manufacturers Associ- 
ation for the year 1931 will, in all likeli- 
hood, include: Harry Greenwald, presi- 
dent; Harold R. Haerr, vice-president; 
J. Charles Becker, secretary; Clarence 
Loeb, treasurer, and M. E. Reemelin, 
recording secretary. The executive com- 
mittee consists of: Julius Hahn, Herbert 
C. Schwab, Edwin B. Jacobs, Raymond 
Betts and William H. Schwarz. The 
aforementioned list was selected by the 
nominating committee which will submit 
its report at the annual meeting of the 
association in about a week. But one 
ticket was selected so the entire list will 
go into office without opposition. The 
officers will be installed about a week 
before the annual dinner-dance of the 
jewelers association which is to be held 
in the French ballroom of the Hotel Gib- 
son on Saturday, Jan. 10. 


Remarkably quick action was obtained 
in the safe blowing job effected on vaults 
of the A. Sauer Jewelry Co., seventh floor 
of the Glenn Building, Fifth and Race 
Sts. The burglary was carried out over 
the Thanksgiving holiday and a suspect 
was apprehended in Indianapolis, Ind., 
within three days. Pictures sent to Cin- 
cinnati by the Indianapolis police were 
identified by Walter Mundorf, manager 
of the Glenn Building, Edward Geis, 
superintendent and Harry Lockart, ele- 
vator operator, as that of the dapper 
young man who rented an office on the 
same floor of the Sauer concern a few 
days before the robbery. On Tuesday the 
Hamilton County Grand Jury returned 
an indictment charging burglary against 
Harry Berman alias “S. Summers” and 
two men not as yet under arrest. Ber- 
man will be returned to Cincinnati to 
stand trial on the charge. When picked 
up by the Hoosier City police, it is 
alleged that one of the rings stolen from 
the Sauer office was found on him. 
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